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Once a contractor uses RACO PRI-OUT BOXES he 


always comes back for more. 


If your customers are not asking you for PRI-OUTS 
you can bank on it, that it's either because they 
haven't used them as yet, or some other Electrical 
Wholesaler is furnishing them. 


The chances are that the latter is the case and with 
their PRI-OUT orders your competitors are getting a 
lot of other business too. 


Can you afford to miss this business? Certainly not 
when you consider that RACO PRI-OUT BOXES cost 
no more than the old fashioned kind. 














One pry with any prying tool flings the disc 


away from the box, quickly, safely, surely. Its MALU PAI = O U T 
simplicity increases the efficiency of your men st or mee 
a p eect 


by reducing fatigue to a minimum. 


Constitute the first real improvement ever made in switch 
boxes. 


Consider these 4 outstanding advantages: 


1. Wiremen do not injure fingers with Pri-Out Boxes. 

Dises do not have to be knocked inwardly and broken 

off with fingers as in old type boxes. 

The slot in Pri-Out Boxes permits prying tool to be 

inserted and the dise pried out. 

3. Pri-Outs are set flush with the box permitting ™%” 
more room on inside of the box for wiring. 


co] 


4. All these features over our regular old style line of 
knockout boxes at no additional cost. 





TRADE MARK 





NOTICE 


“RACO” PRI-OUT 
Boxes are covered by 
United States Patents 
U. S. No. 1709187, Re- 
issue No. 17765. Cana- 
dian No. 289,335 and 
other patents pending. 
Owned by the Roach- 
Appleton Mfg. Co. Look 
for patent numbers or 
date which appears on 
products of licensed man- 
ufacturers. 


ROACH- APPLETON MFG. CO. 


1 SOUTH BEND, INDIANA Bai 
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66 HE JOBBER’S SALESMAN’S Plan _ for 
“Lise Determination and Market De- 
velopment” which was announced in the 
February issue has met with genuine enthusiasm 
on the part of both independent wholesaler 
and manufacturer. The staff felt. confident 
that the results of its research study had led 
them to the proper conclusions, but nevertheless 
the reception with which this plan met has 
proved conclusively the soundness of its judg- 
ment. 

This month the paper launches the first step 
in its editorial program which is to be carried 
out during the balance of the year. Every 
reader is earnestly urged to study and to digest 
the contents of this and subsequent numbers in 
order that the complete story may be properly 
digested. 


The attention of the jobbers’ salesmen is 
again called to the “What and Where to Sell” 
section of the paper which appears on page 73. 
The information furnished in this section is de- 
signed to increase the salesman’s efficiency in 
covering one or all four of the available markets. 
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ESEARCH - 


the foundation 
of progress- 
is a major activity 


of General Cable 


At the time of its formation General Cable 
realized the need for research in wire and 
cable manufacture, commensurate with 
the important part wires and cables play 


in the electrical industry. : 


And while some of the companies now 
comprising General Cable had made note- 
worthy contributions through research, it 
was obvious that no single company was 


equipped to do the job thoroughly. 


General Cable has facilities to provide the n 
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electrical industry with new conductors, 
new insulations and new processes to 
meet whatever transmission and distri- 
bution needs the industry may develop. 
Every basic material new or old, natural 
or synthetic, is carefully studied for its 
possible ability to improve wires, cables 
or accessories. Extensive research labora- 
tories having free use of all patents and 
processes of the component companies 
of General Cable, are actively engaged 


in this work. 


Thus General Cable electrical wholesalers 
will benefit by every forward step made 
by the research laboratories. As fast as 
new products or improvements to existing 
products are developed, they will be 


available to you for your customers. 


The research work of General Cable goes 
on unceasingly. It lives up to the high 
standards for which the General Cable 
trade mark stands. As the handmaiden 
to production it is a strong technical 
foundation for progressive development. 
It is a basis for intelligent cooperation with 
the electrical industry which builds busi- 


ness and makes friends of customers. 


PLANTS 
BALTIMORE DETROIT MOBILE PERTH AMBOY 
Maryland Michigan Alabama New Jersey 
BAYONNE EMERYVILLE PAWTUCKET ROME 
New Jersey California Rhode Island New York 
BUFFALO FORT WAYNE PENNINGTON ST. LOUIS 
New York Indiana New Jersey Missouri 


|CORPORATION 








This entire building in Rome, N.Y., is devoted wholly to 
research in electrical transmission and distribution. In ad- 


dition, there are extensive laboratories at Perth Amboy, 
N.J., for specific experiment on high tension products ; 
and, at Fort Wayne, Ind., for the development of new 
and better coil design and construction. 
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A DISTINCT 
ONTRIBUTION 


GLARELESS 
ILLUMINATION 


The most laudable service that any 
industry can render is the attempt 

to benefit its patrons. TRULITE is 

a distinct contribution both to _ ah 
employee as well as employer. / | Te ean 
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“Nisa Bano 


KIND TO YOUR EYES | 


TRULITE equipment and sales plan is also a distinct contribution to the distributor, dealer or 
contractor who wants to increase his profits by specialization. Industries have seen nothing new 
in lighting for years. Everybody is a prospect. TRULITE is entirely different. Only one distribu- 
tor to a territory. Write at once for complete sales plan, sample and descriptive literature. 


TRULITE ELECTRIC MANUFACTURING COMPANY 


A Division of Kallus Manufacturing Company 
Engineers and Designers of 


GLARELESS ILLUMINATION 
220 Adams St. Hoboken, N.¥J. 
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Where Do We Go From 


Herer 


OU have read the announcement of THe JopBer’s 

SALESMAN’s “New Plan for Market Determina- 

tion and Market Development” in the February 
issue. The “Plan” encompasses a way to meet the pres- 
ent day problems of the independent electrical wholesaler 
and manufacturer. It provides the mechanics for market 
determination ; in other words, a recapitulation of all the 
outlets in your four markets for the things you have to 
sell. That is the first essential in selling anything. 


Secondly, the “Plan” proposes methods for intensively 
developing business in those markets once you have tabu- 
lated the names and location of the outlets in them. That 
means market determination first, then market devel- 
opment. 


Wholesalers and manufacturers in all parts of the 
country have endorsed the program and emphatically 
seconded the need for what it advocates. It is a question, 
therefore, of “Where do we go from here?” What are 
you going to do about it? Sales figures and financial 
statements for 1930 emphasize the need for action so 
let’s “get going.” 

It is a very simple matter. As the job of market deter- 
mination should begin with your suppliers, write them 
at once for the forms illustrated in the February issue, 
on which to tabulate the number of contractors, indus- 
trials, retailers and commercial institutions in your ter- 
ritory. Your manufacturers have heard the story of the 
new “Plan.” They are looking and fervently hoping for 
some action from their distributors, 


However, you need not wait for the forms. That is an 
incidental matter. Begin the survey of outlets in your 
territory at once. For example, on every call your sales- 
men make on contractors they should ascertain whether 
that contractor is specializing in some form of electrical 


construction. If he’s not, what type of work would he 
like to specialize in? Keep a list of all who are special- 
izing, or want to specialize, on the suggested forms. 


When you have thus determined your market the 
procedure is to help your contractors become specialists 
and salesmen in their chosen lines. A larger number of 
sales will naturally develop on the profitable lines of 
equipment used in each contractor’s specialized form of 
work. Push the specialties, and orders on low profit 
staples will follow because of a fixed need for them in 
every line of electrical construction. 


N the case of the industrial, resale or commercial mar- 

kets it is, likewise, a matter of first determining the 
type and number of outlets in each. THe Jopper’s 
SALESMAN’s new “What and Where to Sell” section is 
a ready reminder of what to sell each market. When you 
have located the number of outlets in each market in 
your territory the manufacturers of the products you 
handle will readily supply you with ideas and methods 
for developing more business. 

All any manufacturer desires is definite assurance that 
the money he invests in “Sales Manuals” or promotional 
campaigns of any kind will be put to proper and produc- 
tive use. But until you have done your job of selectively 
ferreting out the best outlets for their products they will 
hesitate to step out with further expenditures for sales 
development. 
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Rubber-Covered Wire 
ABC Armored Cable 
Flexible Steel Conduit 
Duraduct Loom 
Durax Sheathed Cable 
Flexible Cords 


—just six of our complete line of 
65 different wire and cable products 


ANACON DA 


from mine to consumer 


ANACONDA WIRE AND CABLE COMPANY 


General Offices: 25 Broadway, New York Chicago Office: 20 North Wacker Drive 
Offices and Agencies in Principal Cities 
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Jhe Jobbers Salesman 


The magazine of the wholesale electrical distributor and his salesmen 
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SELLING the Department 


An D Cui 


HE jobber’s salesman 
who would successfully 
solicit department and 
general merchandise business 
must first of all realize upon 
what basis the average store 
buyer operates. It is quite a 
different situation from the one 
presented by the electrical dealer 
or specialty store. 

First of all, the store buyer 
is allowed a definite sum of 
money which he can invest in 
stock. Naturally he wants to 
spread out his appropriation to 
cover aS many items as possible. 
Most of his customers are 
women and they invariably 
wish to select from among a 
number of items. If they do not find a representative 
assortment in one store they will go on to another with- 
out buying. Also the buyer is judged largely by the rate 
of turnover which he is able to obtain. 

Both of these points make him favorable to buying 
merchandise from local wholesalers. By carrying only 
a few of each item and re-ordering frequently he can 
spread his funds over a larger assortment of goods and 
it the same time improve his turnover. This is often 
‘ar more important to him than an extra discount which 
ie might secure if he handled a line sold direct by the 
nanufacturer. 

The buyer also prefers brands for which there is a 
all. This leads him to be partial to nationally adver- 
ised lines. And he has been educated to buy these 

nes from local wholesalers by several large manufac- 
irers who have a strictly wholesale policy. 

The average electrical dealer has no objection to the 
'bber’s salesman checking over the condition of his 
‘ock to determine on which items he should re-order. Do 
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The department and general mer- 
chandise stores require a high de- 
gree of intelligence in buying. The 
buyer is generally a high-salaried 
man, trained to his position and 
trained, too, in expecting a particu- 
lar kind of service which the job- 
ber’s salesman must be prepared to 

realize and to render. or 


erchandise = 


not try this with the depart- 
ment store buyer, however. 
It is his job to know the con- 
dition of his stock at all times. 
If you attempt to check it up 
before seeing him he may con- 
sider it as a reflection on him- 
self and you will be “in Dutch”. 
Also do not talk with his clerks 
until after you have asked and 
received his permission to go 
over your line with them. But 
try to get this permission by all 
means. 
Do not limit your calls to one 
two departments. There 
may be as many as six or eight 
departments handling electrical 
and radio items. Vacuum clean- 
ers may be carried in both the rug and electrical depart- 
ments, perhaps a different make in each. The notion 
counter may handle flashlights and plural plugs. The 
hardware department: tape, appliances, and batteries. 
The kitchen or housewares department may handle mix- 
ers and perhaps washers and ironers. 

Then, aside from the re-sale merchandise, be sure 
to check up on maintenance equipment used by the store 
electrician or engineer as well as new equipment items 
such as fans, commercial and show case lighting, and 
so forth which may be purchased by the operating 
manager of the store. 

Just one mdre important point. The jobber’s sales- 
man cannot expect to secure an immediate interview 
with a department store buyer and obtain an order on 
his first call. He must have patience and when he does 
secure an audience, his sales talk must be short and to 
the point. He must thoroughly know his merchandise 
and also have definite ideas to offer the buyer for the 
merchandising of his line. 


A Set-up of 
Merchandising 
Specialists 


Listenwalter and Gough of Los Angeles fur- 
nish an example of what can be done by in- 
itiative, determination and intensive selling 





A view of the display room of the company 
showing clocks and small ‘appliances. 


CARL O. GAFFNEY 


Major Appliance Specialist in the 


city of Los Angeles. 


HILE it is true that almost everywhere dis- 
cussion is rife as to the present situation in 


electrical appliance merchandising, and it is 
heard on all sides that the electrical industry is making 
a poor job of it as a whole, the clouds are not alto- 


gether lined with black. Electrical merchandisers are 
carrying on as best they can under the circumstances. 
In some cases, speaking now of the jobbers, in the face 
of difficulties, an excellent showing is being made. That 
this is the case, is a hopeful indication of the greater 
progress that will be made when cooperative measures 
are adopted by the main branches of the industry. 
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Even under the present condi- 
tions, however, some of the job- 
bers are doing outstanding work 
in the movement of appliance both 
small and heavy-duty. One of 
these, Listenwalter & Gough, an 
independent jobber of Los Angeles, 
furnishes an example of what can 
be done by initiative, proper depart- 
mentalization, and determination. 

In the handling of their appli- 
ance sales, is first to be found de- 
partmentalization without which 
great progress cannot be made, All 
heating appliances, aside from the 
heavy duty are put in one depart- 
ment, headed by C. E. Louis. 
Ranges, water heaters, vacuum 
cleaners and washers are handled 
somewhat differently in that there 
is a division of responsibility. Out- 
side of the Metropolitan area, in 
Southern California these items are in charge 
of a specialist, Filmore C. Doyle. Within the 
Metropolitan district, on the other hand, 
washers and cleaners are segregated under 
another specialist, C. O. Gaffney. On ranges, 
more than the usual help and cooperation is 
received from the manufacturer’s representa- 
tive, W. P. Swartz of the Standard Electric Stove Co., 
upon which line this jobber concentrates. 

With this set-up of specialists, and the aid of the 
supply salesmen, a good merchandising job is being 
done, and little if any grumbling is heard concerning 
conditions. They have a job to do and they go out and 
do it to the utmost of their ability. What these various 
men say of their methods of going about the work 
tollows. 

In his territory of southern California, C. E. Louis 
utilizes the services of the regular supply salesmen to 
the utmost in direct contact with the dealer trade. His 
own work is very largely in the direction of education. 
His activities take him in various directions. At one 
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time you will find him at the district office of the power 
company in some territory. Here he first obtains the 
interest of the local merchandising manager and then 
calls a meeting. This meeting is on salesmanship, the 
talk built up, of course around his own line of mer- 
chandise. He aims as far as possible to get every man 
and woman of the power company’s sales organization 
to the meeting. He works under the theory that sales 
people in all lines of merchandising fall down mostly 
through lack of knowledge of the line. It is his deter- 
mination that this shall not be the case in connection 
with any power company employee if he can help it 
through a clear explanation and demonstration of his line. 

Following this same theory in connection with the 
dealer, he holds other group meetings all over his ter- 
ritory. He will “hire a hall’ and get all his dealers 
together in one place. Next he may go into another 
town and hold another group meeting and get in the 
entire selling organization of all the department stores 
—perhaps to a banquet or mass meeting. 

He talks to these various classes of sales people as 
though he were talking to the consuming public—more 
about the service that these articles can render in the 
home. He goes at it in this way because he believes 
that in the last analysis the housewife will buy in some 
store because she is sold by someone on the service 
which the appliance will render. It is his intention, 
therefore, that sales people everywhere in his territory 
will be embued with this same idea of service rendered. 

Generally at these meetings he pulls off some spec- 
tacular stunt. The company is distributor for the Royal 
Rochester line, and he will take one of the utensils and 
heat it up dry until the switch cuts off at 460 degrees F. 
A wetted finger shows that it is sizzling hot. Then he 
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Appliance display room showing washers. 


FILMORE C. DOYLE 
In charge of ranges, water heaters, 
washers, and vacuum cleaners outside of 
Los Angeles Metropolitan area. 







Range display room of 
the company. 


C. E. LOUIS 
Manager, Heating Appli- 
ance Department 


dashes in a pitcher of ice 
water producing a verit- 
able geyser. This sells the 
sales people on the idea 
that the ware is uncrackable. Again 
he will take a casserole and melt glass 
down in it, bringing out the fact that 
the material is the same as U. S. gov- 
ernment crucibles. Finally he will 
make a perfect cup of coffee. 

Louis is busy at this kind of work 
about one-third of the nights of the 
year. It is the hardest kind of work, 
but the result is Enthusiasm spelled 
with a capital E. Sales people every- 
where know him and his line. His 
own salesmen as a consequence are 
better received. Incidentally, like any 
other specialist he must bid for the 
time of his company salesmen, and 
through these methods he certainly is 
getting it. A large proportion of his 
“dates” for meetings are made for 
him by the company salesmen who 
are constantly clamoring for him to 
go here or there to get the line “over”. 

What does he do day times? A 
little of everything; lives close to his 
retailers and helps them with advice; 
puts in window trims; arranges stores, 
and helps them generally out of his 
10 years of retail experience gained 
in department store management. 
(Turn to Page 60) 


Hotels represent a major market in the 
commercial field. This wholesaler, who 
is doing an outstanding job among this 
class of customers, tells how they can 


be sold 


WHOLESALER who ex- 
Ave to secure the very 

desirable business which 
is available from hotels must be 
prepared to render a service entirely different from the 
normal type. Let me cite you an example. In our 
earlier contact with one of the best accounts on our 
books, our salesman was given a sample of a product 
hy the hotel engineer with the request that we get him 
a certain quantity. And what he wanted, believe it or 
not, were crystals for the fixtures and the crystals were 
only to be had in Czechoslovakia ! 

Nevertheless we got them, and that kind of service 
has resulted in our selling the lighting on the roof where 
a golf course was installed, and over 100 festoons of 
lights for a Christmas party in the ballroom. Another 
item of hotel life which means business for us at that 
particular place goes back into the kitchen into the 
planning of the chef. This gentleman takes pleasure 
in serving those frozen cakes you see which are illumi- 
nated. For that purpose we are supplying batteries and 
flashlights in hundred lot quantities. 

Another incident which will illustrate the value of 
unusual service is the experience we had with a large 
hotel in Chicago. The engineer handed one of our 
salesmen a special bowl made about 25 years ago and 
said in effect, “Get us some.” This globe was not 
catalogued, and long discontinued. After a considera- 
ble amount of negotiation, we had the glass manufac- 
turer dig up the mold out of old relics and make up 
enough bowls, saving the hotel the expense of replacing 
the whole installation which had been very satisfactory 
from the point of good lighting and effect. 

There will always be demonstrative gentlemen, who, 
under certain conditions feel called upon to test the 
accuracy of their aim by shying handy articles at globes, 
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By AUGUST KUBEC 


President, Kubec Electric Co. 
Chicago 


August Kubec, and the 
Stevens Hotel, one of the 
largest in the country and 
a good customer of the 
Kubec Electric Co. 


fixtures, and in fact any kind of 
glassware. The activities of 
these chaps while in a playful 
mood, is generally reflected in 


the order books of the salesmen contacting the account 
and it is astonishing how much replacement is made 
due to this old American custom. 

There is, however, one item which is fairly safe, 
both from the aforesaid gentlemen and those guests 


who “just must take home a souvenir.” And that is 
the fan. Most of the hotels who now have them in 
guestrooms rivet them to backboards and by a strange 
coincidence these backboards simply will not fit into 
the average bag or suitcase. 


N reference to other products, bed lamps are quite a 

popular item on hotel orders and wholesalers should 
be prepared to handle calls for them. Radio presents 
a slightly different problem. Some hotels solve the 
problem by renting the concession to companies who 
serve the guests their “Amos and Andy” hour at so 
much per service. Other hotels, particularly apartment 
hotels, are buying the midget set which they will either 
rent or furnish with the apartment. We recently fur- 
nished a hotel on the south side of Chicago with 
25 midgets for rental to guests. Four and eight-slice 
toasters are also popular numbers and we sell quite 
a quantity during the course of a year. 

In contacting hotels, it is well to get acquainted with 
both the engineer and manager. The latter is more con- 
cerned, of course, with equipment, while the former 
in most cases, is the man to sell maintenance items. 
hotel is practically a city in itself with all the require- 
ments of both home and business. For years we have 
recognized the value of this commerical market and for 
years we have been servicing it at a profit. 
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Number of Contractors 


CCORDING to ELectricaL ConTRACTING there are 
1,110 class “A” electrical contractors in the coun- 
try each of whoin does an average annual volume 

f $175,000. Surprising as it may seem, this group, 
representing 444% of the contractors, does 31% of 
the total business in that field. They employ an aver- 
ge of 21 men and confine their activities in the main 
): office buildings; public buildings; hotels; theatres ; 
rger apartments; factories; mills and warehouses. 
One of the biggest problems of this group is the 
dering and handling of materials. Placing an order 
conduit, wire, boxes, in fact all roughing-in mate- 
ils means a heavy investment and a storage worry. 
) deliver the entire order to the job means unavoidable 
use to the materials. Many of these contractors are 
Iving this problem by recognizing that any saving in 
ice made by purchasing direct is dissipated through 
‘avier investment and ruined material by other work- 
en on the job. Therefore, wholesalers with ample 
irehouse facilities can sell this type of contractor on 
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ONTRACTOR 





Average No.of Men Employed 


the basis of delivering what he wants when he wants it. 

There are contractors in this group who are industrial 
specialists. They claim the wholesaler will not stock 
the necessary magnet wire, motor repair materials, in- 
sulating tape, fibre and so forth for them. A service 
rendered on this material would result in more cordial 
relations leading to a share in the larger business 
available. 

It must be borne in mind that this class of contractor 
does not confine himself solely to large competitive new 
construction work. He is smart enough to build up a 
regular clientele, who because of his service on previous 
work call him into consultation on matters of main- 
tenance changes, and design on additional construction. 
Here the jobber’s salesman can be of utmost help in 
advising the contractor on latest developments in elec- 
trical construction. 

There is no question but that the wholesaler can reach 
this kind of contractor if he makes the proper, intelligent 
effort. 
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We 


are Industrial 


SPECIALISTS 


By L. E. MCCAULLEY 


Sales Manager, Monumental Electric Supply Co., Baltimore 


S much of the success of a 

house depends on its sales- 

men it is fitting that a 

story of how an industrial job- 

ber sells should begin with the 
salesman himself. 

A good industrial salesman is 
first of all an engineer who 
knows the material he sells from 
the practical standpoint of one 
who has “used the tools.” He 
must be a planner who can study 
plant conditions and show the 
plant engineer, or production 
manager just how the use of his 
suggested material will increase the efficiency of» the 
plant or give better service. The gift of gab is second- 
ary. As an engineer the man to be sold has been trained 
to logical thinking and the sales appeal to such a man 
differs widely from the contagious enthusiasm that 
may be used by a salesman with an article intended for 
resale. 


the 


where 


Our first salesman who specialized in industrial 
accounts had no sales experience when he started with 
us. For some 20 years he had been employed as 
an engineer for a local concern. Then through a reor- 
ganization he suddenly found himself out of a job. 
Partly because we wanted to see him placed and partly 
because we were anxious to increase our industrial 
business at the time we employed him as a salesman. 


It was quite an experiment for us at the time—this 
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Our idea of industrial selling (not 
order taking) is for the salesman to 


look around the plant and see just 

customer 

through the use of our goods. 

then sell the plant engineer, the pro- 

duction manager and finally the pur- 
chasing agent 


employing a salesman who had 
never sold anything. He knew 
nothing whatsoever of ap- 
proaches, closings and other fine 
points of selling, but he did know 
the practical application of the 
lines we carried. And he did 
think along the same lines as 
the plant engineers on whom he 
called. We found, too, that there 
is a lot of conviction in the sin- 
cere simple statement that, “We 
used these for years over at the 
X. Y. Z. plant and we never had 
a bit of trouble with them.” 
Personality and acquaintance among the trade was 
a factor in his sales, but most important of all was his 
ability to see in a piece of material the same advantages 
that would appeal to the plant engineer. Moreover he 
could help the engineer with his problems and actually 
create sales through finding uses for the goods he sold 
instead of merely writing down orders for supplies that 
were needed. e 
Most of our sales result through contact with the 
plant engineer and production manager as well as the 
purchasing agent, for it is our experience that the latter 
is usually advised by the other two on his buying. 
Where the purchasing agent buys without outside advice 
another problem is presented. In some cases he is 4 
man who knows material thoroughly himself and could 
perhaps even give the salesman a few pointers. Again 
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he is a young man whose knowledge is based largely 
on theory. In this case the manufacturer’s representa- 
tive with the best sales talk will probably tie up the 
account and the business will go to the house repre- 
senting that manufacturer, 

Again there is the purchasing agent who buys only at 
the lowest possible price and pressure from the sales- 
man or those who use the material will not cause him 
to deviate from this policy. 

Now it may be that a jobber should choose one line, 
go out and preach that line, and stand or fall by the 
business from it, but we think not. As long as we 
have the good will of many firms who use widely dif- 
ferent grades of materials we cash in on this fact and 
sell both a high and moderate priced line of goods. 

Often the sale of higher priced goods is made through 
having the other line in stock. If we had only the 
higher priced line and the buyer could not be sold on 
that we would lose the close touch with him that comes 
to a firm making regular sales in a place, and therefore 
have less chance of selling him the better goods. How- 
ever, a larger price per unit does not always mean a 
greater profit for the seller. and this fact cannot be 
ignored in selecting items for special sales effort. 

“In selling the industrial account we do not believe in 
using a high pressure salesman. Our arrangement is a 
straight salary for salesmen. We want a man to do 
his level best to make sales, but only such sales as will 
build the permanent good will of the customer. Where 
a man is on a straight commission there are bound to 
be times when his personal financial problems interfere 
with his concentration on business, and again times 
when he is tempted to sacrifice the future for a meager 
present. 

Our idea of industrial selling (not order taking) is 
for the salesman to look around the plant and see just 
where the customer can benefit through the use of his 
goods. There was one case, for example, where our 
salesman saw the need for better lighting. He talked 
about the matter to the plant engineer and sold him 
on the idea. Together they called on the production 
manager and secured his cooperation. A representative 
of the lamp company was called in and he made up a 





Reflectors are displayed prominently in the store and 
featured by the salesmen. 
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proposed mod- 
ern lighting plan. 
Up-to-date re- 
flectors were in- 
stalled and the 
capacity of each 
lamp increased 
approximately 
100 watts. 

When the job 
was completed 
tests were made 
by the produc- 
tion manager 
and it was found 
that the effi- 
ciency of each 
worker had in- 
creased on the 
average of 6% 
through proper 
lighting. Every 
sale of this kind 
not only gains 
us the good will 
of the customer 
but makes the 
finest kind of 
selling talk for 
the customer 
who is considering such a job in his own plant. Then, 
too, this plant is using more lights and the lamp busi- 
ness obtained from industrial customers has enabled us 
to increase our volume and the percentage of profit 
on sales. 

Reflectors are an important line for the industrial 
jobber and this is a line where a great deal of creative 
selling may be done. The salesman may notice that a 
loading platform is inadequately lighted and a short talk 
on this will result in added reflector sales. Reflectors 
already up for outside work may have become rusted 
or blackened by weather and the observing salesman 
will not overlook this chance to increase his orders. 

In selling floodlighting for buildings it is frequently 
assumed that these lights come under the classification 
of advertising, and the argument will be brought up 
that the firm’s advertising appropriation has been ex- 
hausted. 

Now while floodlighting unquestionably has adver- 
tising value it must not be considered as an advertising 
expense (especially where the advertising fund has been 
exhausted). Where night loading is done the work 
is speeded up by having the outside of the building 
properly illuminated. Lights, too, are a_ protection 
against robbery and theft. In one instance certain 
employees of a plant were in the habit of throwing 
materials out of the window in the dark early winter 
evenings. When they left the plant shortly afterward 
they would pick them up, or have friends do so. Flood- 
lights in this plant put a stop to that practice and the 
cost of lights was only a small fraction of the cost of 
stolen materials. Again, floodlighting is a protection 
for the workers against accident while entering or leav- 


ing a plant. (Turn to Page 50) 
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Improved items, such as this portable 
lamp with soft rubber handle and 


socket always arouse interest. 


PURCHASING 


One of the most important functions 
in the operation of a wholesale house 


HERE was a time when the successful purchas- 

ing agent of an electrical supply house was pri- 

marily concerned with whether copper, rubber and 
steel would go up or down in price in the next few 
weeks or months. His warehouse was piled to the ceil- 
ing when the price of conduit, wire and cable was rising 
and the floors were nearly bare when the market was 
falling. 

But all this is of the past. The first consideration of 
the modern purchasing agent is turnover. The whole- 
saler is no longer a speculator in commodity markets. 
On the other hand he is vitally concerned in efficient 
warehouse operation. 

We sometimes hear the remark that the man who 
functions as purchasing agent in an electrical supply 
house to-day is nothing more than a requisition clerk. 
This is far from the truth. The purchasing agent who 
fully accepts his responsibilities is one of the key men 
in his organization. He must base his decisions on what, 
where, when and how much to buy on the correlation 
of a mass of data. Which requires both experience and 
mature judgment. 

The accompanying chart shows how he must work 
closely with the other executives of his house. Close 
contact with the sales manager is essential on such 
points as the determination of lines and of individual 
items to be stocked, also the probable demand for each 
line. This involved such factors as the general business 
trend, seasonal demand and local construction activities. 
To obtain a satisfactory turnover rate and yet not run 
out of merchandise requires constantly looking ahead 
and endeavoring to forecast what the demand will be 
for the next few weeks. And who should have a bet- 
ter idea of this than the sales manager? 

The warehouse or service manager also has informa- 
tion which the purchasing agent needs. He, too, has a 
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pretty good idea of whether the demand for a certain 
item is up or down from the business that goes across 
the counter and from outgoing shipments. He also 
knows the condition of his stock. The chances are that 
he watches the key items himself because he knows 
that due to the human element errors creep into the best 
systems of stock records and inventory control. 

The treasurer is the man who must find the money to 
pay for the merchandise which the purchasing agent 
buys. So the purchasing agent should consult with him 
frequently as to the amount of capital tied up in stock 
inventory and the funds available for cash discounts on 
contemplated purchases. Perhaps a delay of a few days 
in placing an order will enable the treasurer to discount 
without borrowing. 

But beyond all this there are many other factors which 
the purchasing agent must determine for himself. He 
must be well informed on traffic matters so as to de- 
termine the most economical routing of all shipments. 
How many days after he mails out an order before the 
goods will arrive at his warehouse from each of his 
principal sources of supply? This includes the time re- 
quired for his order to reach the manufacturer, han- 
dling time at the factory and time required in transit 
and handling. 

Should he order frequently in small quantities or less 
frequently but in larger quantities? What are the freight 
rates on each class of commodity in different quanti- 
ties? Will one standard package earn the lowest rate 
or will it require 10? If 10 standard packages are 
ordered will it represent an overstock so that he had 
best forego the saving in freight and order a smaller 
quantity? Although any live purchasing agent could add 
a dozen similar questions which he is called upon to 
decide daily we believe we have mentioned enough to 
prove that his is a mighty important job. 


Sales 
Ma nag ev 


Warehouse 
Manager 


Treasurer 
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every wholesaler is how much territory can he 

cover economically or, expressed in other 
words, what are the boundaries of his local trading area 
beyond which he cannot expect to operate at a satisfac- 
tory profit? 

A trading area map of 10 years ago would be almost 
worthless to-day. Political boundaries have no signifi- 
cance in the modern scheme of distribution. Trading 
areas are determined by such factors as buying habits, 
transportation facilities, and local sources of supply. 
Conditions are constantly changing and as they change 
it is necessary for the electrical wholesaler to continually 
study them and to change or modify his own operations 
as often as may be necessary. 

Perhaps the two factors which have had the most in- 
fluence on the shaping of the present trading areas are 
hand-to-mouth buying and the advent of the small local 
or neighborhood wholesaler. It is only within the last 
10 years that this questiofy of territories has assumed 
such importance. Prior to the post war depression of 
1921 most jobbers traveled large territories and their 
customers purchased several months’ supply at a time. 
Some Chicago jobbers, for instance, traveled as many 
as eight states. Boston jobbers covered all of New 
England. Now they recognize Providence, Worcester, 
Springfield, Hartford, New Haven and other cities as 
self-contained jobbing centers. They have been forced 
by the new conditions to either abandon these local 
trading areas or to open up branch houses in them. 

In our larger metropolitan areas we find local or 
neighborhood jobbers serving only one section of the 
city. In Philadelphia, for instance, one wholesaler located 
on the west side covers only West Philadelphia and the 
western suburbs. Another wholesaler on the north side 
secures all his business from customers located within 
10 miles of his warehouse. Some wholesalers in New 
York City have opened branches in Harlem, the Bronx, 
Brooklyn, Yonkers, White Plains and Mount Vernon 
because they found they could not operate profitably in 
these outlying sections from a downtown warehouse. A 
wholesaler in Michigan recently transferred one of his 
salesmen to his city sales force because his old territory 
-was no longer profitable. 

Naturally the business secured by these small local 


MARCH, 1981 


()« of the most important questions which faces 





What ls Your 
PROFITABLE 
“TERRITORY 


ja Question of Vital Interest to Every Wholesaler | 


branch houses and by 
new local jobbers that 
have sprung up all over 
the country in the last 
few years has been at 
the expense of the 
larger and older houses 
located in the wholesale 
districts of the larger 
cities. Although many of them ceased to travel an 
outlying section as soon as they were convinced they 
were only losing money by continuing to cover it, others 
have been reluctant to reduce their field of operations 
largely from sentiment and for personal friendship with 
a few old accounts which have remained faithful to 
them in spite of the new conditions. 

This whole situation is by no means peculiar to the 
electrical industry. Wholesalers in the hardware and 
other fields have been and still are facing the very same 
problem. For that reason the thorough way in which an 
old established hardware wholesaler in New England 
went about the determination of the territory which he 
could profitably serve should be of interest to all elec- 
trical wholesalers. 

The territory analysis of this hardware jobber was an 
outgrowth of a study which he undertook of his small 
and unprofitable accounts. He found that a very large 
proportion of these small accounts were in territories 
where wholesalers in other cities could render better 
service because of their location. Naturally he could 
not expect to build up these accounts to the point where 
they would become profitable under such conditions. So 
he made a careful study of each outlying territory to 
find out how much it actually cost him to secure the 
business which he was obtaining from each. The results 
were startling. His actual selling cost varied from eight 
to nearly 16% in the different territories surveyed, thus 
proving conclusively that this business was being taken 
at a distinct loss. 

Most of the accounts involved were old hardware cus- 
tomers who had patronized this house for years. How- 
ever, they could actually secure better service from hard- 
ware wholesalers nearer to them. This jobber could not 
see why he should continue (Turn to Page 64) 
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POLICY 


“OF DISTRIBUTION 


This is the second of a series 
of interviews with leading 
independent manufacturers of 

electrical material. 


HY WE NO LONGER 


SELL DIRECT 


An interview with the president of a large independent 


electrical manufacturing company 


66 UR company formerly 
() sold direct. Several 
years ago, however, we 
decided upon a policy of distribu- 
tion through electrical wholesal- 
ers. All of our products, with the 
exception of one or two highly specialized lines, are now 
sold through jobbers. After selling for years in compe- 
tition with the wholesaler we became thoroughly con- 
vinced that he offered us the best and most economical 
method of distribution.” 
This statement shows the subject of this interview to 
be a true friend of the 


By 
E. T. ROWLAND 


Marketing Counsellor 
THE JoBBER’Ss SALESMAN 


Here are his comments on the 
wholesaler himself. “The jobber 
must realize that times have 
changed and that today he is no 
longer merely a purchasing agent 
but first of all a salesman. And 
he must be a good business man, too. Some independent 
jobbers are going to succeed while others will undoubt- 
edly fail. Those who succeed will be of the type which 
would make good in any legitimate business for which 
they were qualified. 

“The wholesaler’s field is now so broad that we find 
him more and more concen- 





wholesaler. Once in a while 
we find a successful execu- 
tive who has a strong aver- 
sion for personal publicity 
of any kind. And that is 
just the reason why this is 
an anonymous interview. 
This particular executive has 
had an unusually broad ex- 
perience in the industry. His 
remarks are both sound and 
constructive. 


The Successful Wholesaler Must— 


1. Be primarily a salesman 

2. Be a good business man 

3. Cultivate his territory intensively 
4. Render unusual service 

5 Cooperate with his local competitors 
6. Fully support his manufacturers 


trating his sales’ efforts 
within a limited territory 
and specializing on certain 
types of accounts. Our field 
representatives are con- 
stantly getting more requests 
from their jobbers to call 
on architects and engineers 
regarding. jobs in their ter- 
ritories, thus indicating that 
the wholesalers are doing a 
more intensive job of selling. 
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“The successful jobber of today is giving a type of 
service seldom seen in the old days. And that is just the 
way for him to meet the competition of the direct selling 
manufacturer because that manufacturer is not set up to 
give service. The situation is comparable to that of the 
retailer in a rural community who is faced with the com- 
petition of the mail order houses. When the retailer’s 
customers are out of funds he carries them while the mail 
order houses always demand cash in advance. He also 
offers other services. For example, the customer can 
inspect his merchandise before purchasing and deter- 
mine its quality. For these reasons the mail order houses 
have not put the independent retailer out of business. 


ERE is an example of what I mean by service. It 
is an actual case as related to me by our sales 
manager. A certain coal mine in the middle west became 
flooded. To put the pumps into operation it was neces- 
sary to run about 450 feet of 3-conductor, 500,000 circu- 
lar mil cable. A jobber’s salesman was in town that day 
and heard what had happened. He had never sold this 
mine but the superintendent was clearly in difficulties and 
the salesman saw his opportunity. He called his house 
and found that, while they had no 3-conductor in stock 
they did have three reels of single conductor. He sug- 
gested to the superintendent that he let him ship the three 
reels and that he tie them together as a substitute for a 
3-conductor cable. The superintendent readily agreed to 
this. The next problem was to get the reels to the mine 
the same day. The only available freight service was by 
electric and the last car was about to leave. The trolley 
superintendent had to be called and the urgency of the 
situation explained before the car could be held until a 
truck arrived from the jobbing house with the cable. But 
the salesman had saved the day for the mine superin- 
tendent. And do you think for a minute that the super- 
intendent has ever forgotten the incident or that any other 
electrical jobber has had a chance at his business since? 
“There are local problems to be worked out in each 
section of the country. In some areas there are unques- 
tionably too many jobbers. Also some manufacturers 
have appointed too many distributors on their own line 
in some districts. Competition also varies in different 
jobbing centers. In some manufacturers’ suggested 
schedules are upheld while in others they are not. These 
local situations call for local action. Those areas where 
the jobbers meet together frequently, discuss their prob- 
lems, get to calling each other by their nicknames and 
develop confidence in each other are the same districts 
where we find the cleanest local situations and the most. 
prosperous wholesalers.” 
No discussion of the wholesaler by a manufacturer’s 





executive would be complete without some comment on 
the responsibilities of the manufacturer to his wholesal- 
ers. On this subject our jobber’s friend also has some 
constructive thoughts. 

“We hear much criticism of the jobber but the manu- 
facturers are also responsible for many bad conditions 
in the industry. Some are straddling the fence as far as 
their policy goes, selling some accounts direct and yet 
expecting their distributors to do a job for them. And 
there are still many manufacturers who consider their 
job done when they have sold the jobber a stock of mer- 
chandise. They give him absolutely no assitance in selling 
that merchandise so that he can reduce his inventory 
and order more stock. 

“The large manufacturers who operate their own chains 
of jobbing houses secure a large amount of business 
through reciprocity. They also secure considerable public 
utility business because of close connections with mem- 
bers of boards of directors of the utilities. The inde- 
pendent manufacturer also has his friends and connec- 
tions although they may not be as extensive. Neverthe- 
less he should use every opportunity to secure business 
for his wholesalers, and for himself, by using his influ- 
ence, friends and financial connections to swing the busi- 
ness his way. 


‘ay UT the wholesaler who is helped in this way is 

B morally bound to remain loyal to his manufac- 
turers. He should not switch his business away from a 
manufacturer who has put himself out to secure business 
for him. Every time I hear of a jobber who is prone to 
switch his lines I am reminded of what a former mis- 
sionary to China once told me. It seems that the mission 
with which he was connected had been in the habit of 
giving free schooling and medical service to the natives. 
The result was that the natives came to take this free 
service as a matter of course and failed to appreciate it. 
When the mission’s policy was changed and these people 
were made to bear a share of the expense their attitude 
also changed and they came to appreciate the work of 
the missionaries. 

“We see to it that our representatives sell our jobbers 
and their salesmen on the merits of our own lines 
and that they give our jobbers every assistance, especially 
in calling on architects and engineers. We also bring our 
influence and connections to bear to put business through 
our jobbers whenever possible. And in return for this 
assistance and for our franchise we do expect every dis- 
tributor we have to go out and himself do a real selling 
job on our line in his territory and we do expect him to 
remain loyal to us, for without loyalty, no real con- 
structive work can be accomplished.” 
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Some manufacturers 
are straddling the 
fence as far as their 
policy goes, selling 
some accounts direct 
and yet expecting their 
distributors to do a job 
for them. 
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UST 10 years ago two am- 
J bitious young electricians Volume of Sales 

formed a partnership and 
started m the electrical contract- 
ing business. Their combined 
capital was only $900. Today 
they are the owners of a profit- 
able jobbing business and their 


net worth is around $100,000. 


Size of Territory 


Industrial 


Dealer 








Population of Territory 


Character of Business 


80% 


their best accounts today first 
used this house only for emer- 
gency orders but gradually gave 
it more of their business until 
now they use it as their principal 
source of supply. 

Last year there were six out- 
side salesmen. Two men were 
added the first of this year to 


Contractor. . .10% 














They attribute their success to 
just two things; a willingness to 
sacrifice pleasures during their 
first few years in business and 
their constant efforts to give better service than any 
competitor covering their territory. 

Their contracting business was established in an out- 
lying section of one of our larger cities. In this section 
were a large number of industrial plants who bought 
their electrical supplies from the big wholesale houses 
downtown. As these young electrical contractors be- 
came more familiar with the conditions in their own 
part of the city they decided that there was an oppor- 
tunity for an electrical wholesaler right in their own 
neighborhood. They believed that a local jobber could 
make prompt deliveries and give better service than 
could any of the downtown jobbers. 

So they disposed of their contracting business six 
years ago in order to open a small jobbing house. Last 
year they were forced to move to larger quarters and 
now they have a well arranged warehouse and show- 
room which any small wholesaler could well afford to 
study. 

As the territory served is practically all within a six- 
mile radius, it is possible for their trucks to cover it 
regularly twice a day. Cus- 
tomers know that the trucks 


Type of wholesaler covered 


by study. 


solicit new contractor accounts. 
There are no specialists. Each 
salesman handles all lines of 
merchandise and has definite ac- 
counts assigned to him, the number varying from 50 
to 100. Some accounts are called on weekly and the 
others twice a month. The salesmen furnish their own 
cars and are given a weekly allowance for car operation. 
They receive a drawing account applying against their 
commissions. These are based on the gross profits from 
all sales to their individual accounts. 

Special sales efforts have been made on incandescent 
lamps which now account for almost 10% of total sales. 
Conduit fittings and renewable fuses have also received 
special attention because of their high gross profit. 
Sales contests were held last year on both lamps and 
fuses. Prizes in the lamp contest were awarded on the 
basis of consumer contracts secured. Three contests on 
fuses were held during the year with small prizes for 
total business and larger prizes for new business. 

Sales meetings are held at irregular intervals at which 
the following subjects are discussed: new items; stand- 
ing on sales contests; new accounts; delinquent ac- 
counts ; inactive accounts ; open discussion on what is to 
be done to secure more new business. 

The warehouse layout de- 
serves mention because of 








leave at 8:30 and 1:30 every 
day and that orders placed 
early will be delivered within 


Percentage of 
Accounts that 


Electrical 
Contractor 
Accounts 


its compactness. The two 
Industrial and story brick building contains 
Institutional 


Accounts 





a few hours. 


Take Cash Discounts 15% 80% 
none 15% 
10% 5% 

15% none 


100% 100% 


On the left is shown one of the 

good reasons why this wholesaler 

concentrates on industrial ac- 

counts. These figures offer food 
for thought. 


This delivery service has 
been the talking point of their 
salesmen because it really 
saves time for their custom- 
ers. As a result many of 
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MONARO. 555, ce eee i cc ep 5.5% 
Ferandescent Latps....... 2. .2.43.5..5. 9.0 
lighting Equipment... .-. 6. 635.0. .<.5 9.0 
Motors ‘and Control... oo. ios. 3.5 
Radio Sets and’Tubes. 2... 265. 54...2.. 9.0 
Telephone and Signal Equipment........ is 
POO ou en Weeds co ds ce ns 0.5 
Ventilating Equipment................. 1.0 
Wiring Materials and Supplies........... 60.0 
TOTAL A i ee ee ew 100.0% 




















Breakdown of sales by commodities. 


10,000 sq. ft. of floor space, including a mezzanine on the 
first floor. Counter, packing and shipping bench and the 
shelving behind the counter are all of steel, thus saving 
space and affording the flexibility of unit construction. 
Conduit is racked vertically along the wall where it is 
convenient to the loading door. 

A perpetual inventory system is not used. The stock 
is closely watched, however, by the man in charge of the 
warehouse with the result that less than 5% of the 
orders received have to be back-ordered. 

The two delivery trucks are both of 11% ton capacity 
and average 1,500 miles a month each. Operating costs, 
including depreciation, are about 10 cents per mile. 
This, of course, does not include the drivers’ wages. 

The bookkeeping department is equipped with a bill- 
ing machine and a special type of adding machine for 
preparing statements. Whenever possible several ship- 
ping tickets are combined on a single invoice. As a 
result the cost of invoicing is kept as low asi possible. 

The company carries “key man” insurance on both 
partners and also contributes towards the group insur- 
ance of its 17 employees. 

According to its financial house 


statement this 








FINANCIAL STATEMENT 
For Calendar Year Ending December 31, 1930 
1. Net Sales, after deducting returns and allowances... $275,000 
2. Gost of Merchandise... 2...0..0: 00. scecsceeeeeees $210,000 
3. (a) Gross Profit (Item 1 minus Item 2)............ ,000 
(b) Gross Profit Rate [Item 3 (a) + Item 1]........ 23.6% 
4. (a) Total Cost of doing Business (Overhead)....... $62,355 
(b) Overhead in Percent of Net Sales............. 22.6% 
(c) Operating Ratio [Item 4 (a) + Item 3 (a)}...... 96.0% 
5. (a) Net Profit [Item 3 (a) minus Item 4 (a)]........ $2,645 
(b) Net Profit Rate [Item 5 (a) + Item1]......... 1.0% 
G. Merchandise Inventory... o.oo. eel. $40,000) 
7. Inventory Turnover, Times per Year.............. 5 
8. Investment of Working Capital.......... glee se $110,000 
9. Capital Turnover, Times per Year................ 2.5 
10. Net Return on Investment [Item 5 (a) + Item 8]... 2.4% 




















Financial statement showing net return of 2.4% 
on investment. 
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earned 2.4% on its invested capital in 1930 in spite of 
a decrease in sales of 40% from 1929 and in spite of 
the fact that no reductions were made in its personnel. 

In view of his small earnings for 1930 it may be of 
interest to consider what this wholesaler might do to 
increase his profits in 1931. 

With about 400 accounts and total sales of $275,000, 
the average account purchased less than $800 in 1930. 
To bring the average down to this figure there must 
have been a large number of small accounts who bought 
so little that they could neither have shown the house 
a profit nor compensated the salesmen for the time spent 
on them. 

So there is apparently a very definite job to be done 
by the two partners who own this business. First these 














ADMINISTRATIVE 

lL Rseontive oatartes: «3.62 sn 5s hss oS 5.0% 

2. Cues palates. 8 8 eee 1.8 & 0% 
3. Communications and General Office Expense. 1.1 - 

4. Legal and Collection Expense.............. 0.1 

WAREHOUSE OPERATION 

5. Heat, Light, Water and Power............. 0.2% 

6. Supplies, Maintenance and Depreciation... .. 0.2% 4 3% 
7. Delivery Expense, including Driver’s Wages.. 1.5 3 

8. Store and Warehouse Salaries.............. 2.4 

SALES 

9. Advertising, Donations.................... 0.1% 8 2% 
10. Salesmen’s Commissions.................-- 8.1% 





OTHER EXPENSES 


11. Rent and Real Estate Charges............. 1.0% 

M2. Insurance and: Taxes... <2... 5232 cee 0.4 es 
13: Miscellaneous Expense. .............:+-- 0.0 2.1 /o 
14. Interest on Borrowed Funds............... 0.3 

15. Uncollectible Accounts. ...............02-: 0.4 























Breakdown of 22.6% overhead. 


unprofitable accounts should be located and then a def- 
inite course decided upon for each one. A few accounts 
might be studied each week until all accounts on the 
books had been gone over. Upon analysis all unprofitable 
accounts will be found to fall into one of three groups. 

1. Accounts whose entire requirements are too small 
to make their business profitable to a wholesaler and who 
should be served through electrical contractors. 

2. Accounts which would be profitable if this house 
secured a larger share of their business. In such cases 
the job is obviously one for the salesmen. 

3. Accounts whose supply business alone is hardly 
profitable but which are prospects for equipment and 
specialty items, 

To secure more business from this third group of 
unprofitable accounts would require the adoption of more 
intensive and specialized selling methods and would prob- 
ably mean training some of the present sales force to be 
specialists on ventilation, tools, lighting, control or some 
other line. The tabulation showing, which is based on 
1930 sales, shows that nearly 80% of all sales were 
accounted for by wiring materials (Turn to Page 50) 
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MEN YOU SHOULD KNOW 


P. J. Aaron 


Vice-President, Fobes Supply Company Diotsion, 
Westinghouse Electric Supply Co., Seattle 


P IN the Pacific Northwest, 

where the warm “dry” rains 

come in off Puget Sound, 
where men are men, intent on the 
business of electrical wholesaling, 
absorbed in gardening and the other 
things which enter into the making 
of a beautiful suburban home, and 
with a happy family of young people 
around him, is to be found P. J. 
Aaron. You old timers in the vicin- 
ity of Chicago and farther east will 
be pleased to know that he is happy 
and content, with most of the good 
things that are coming to a man who 
has always played the game fair and 
honestly, and put the best that he 
had into the work. He was born 
and brought up among you, he often 
talks and thinks about you, but it is 
doubtful if ten thousand wild horses 
could now uproot him from the soil 
where he has thoroughly grown in. 

In all his life he has held just two 
jobs in the commercial world—first a 
Western Electric man and then a 
lobes Supply man. Phil Aaron is 
not the kind to go skittering around, 
and once he gets planted in a spot 
he is apt to stay there quite a long 
time. To account for just a few 
high spots in his career is the pur- 
pose of this brief sketch. 

P. J. Aaron was born and raised 
on a farm near Coatesburg, Ill.—the 
year 1872, if you must know. He 
went to the High School in Mendon 
and later to the University of Illi- 
nois, an institution of learning which 
then as now was noted for its en- 
gineering college, and Aaron gradua- 
ted from the Electrical Engineering 
course. 


H* spent a year or two teaching 
in the local High School then 
made up his mind to carve out a com- 
mercial career. The Western Electric 
Co., with its highly developed testing 
laboratory, looked good to him, so 
he went to Chicago to interview Mr. 


Jessup (25% of the embryo en- 
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gineers in those days 
went and stood on the 
mat before Jessup). 
Arriving, all confidence, 
he went before the 
great man who looked 
him over and then un- 
hesitatingly said: “You 
had better go back to 
teaching school.” Back 
Aaron went, but in one 
year he again appeared 
in the presence of Jes- 
sup, who this time re- 
marked: “I am not go- 
ing to try to make an engineer out 
of you. You are going to be a sales- 
man.” So down to the stock room 
of the Supply Department of the 
Western Electric Co. went P. J. 
Aaron, while upstairs, in a ponderous 
book his name was entered, and 
opposite the name these words: “As- 
sembler of Orders—$8.00 a week.” 


AVING served his apprentice- 

ship in the stock room he was 
put out on city sales. His field of 
work was the stock yards and also 
among engineers. It seems that he 
must have made a considerable rec- 
ord for himself as a salesman, for at 
a later date, immediately after the 
San Francisco fire, Ed Scribner, then 
in charge of the Coast houses of the 
Western Electric Co., sent an urgent 
wire that Aaron be transferred to 
San Francisco at once. So he packed 
up hurriedly and went to San Fran- 
cisco where Scribner kept him only 
two or three weeks and then sent him 
out on an errand of great importance. 
His instructions were to proceed up 
the Coast and establish a Western 
Electric supply house somewhere in 
the Northwest. No further details. 
Just go and do it. 

So Aaron went northward and 
traveled and traveled pretty much 
all over the Northwest territory and 
finally decided upon Seattle as the 
place where he would locate the 


The Head of a “Happy 


Family”’ 


In local Seattle affairs, the Fobes Sup- 
ply Company is known as the “Happy 
Family,” for P. J. Aaron is both employer 
and father to his organization. A self-made 
man, himself, he has all the kindness, all 
the judgment which his own experiences 
have instilled into him, and as a conse- 
quence he acts as trusted advisor to his 
loyal employes who “will go the limit for 


the boss.”’ 


house. Looking the town over he 
could find no warehouse to rent that 
would serve their purpose, so he 
went ahead and built a building at 
1518 First Ave. South. It was fin- 
ished in April, 1907, and was a big 
place in those days—63,000 sq. ft. of 
floor space—and housed both the 
supply department and the telephone 
department of the Western Electric, 
being also the first telephone ware- 
house of the company in the North- 
west. 

In those days the supply end of 
the business was relatively small and 
their only competitors were the 
Fobes Supply Co. and what was then 
Kilbourn & Clark. Some time after, 
in order to serve the Northwest ter- 
ritory more efficiently, Aaron estab- 
lished a house in Portland, in 1908. 

From that time on, until Feb. 
1913, Aaron was a Western Electric 
man. Then the only major change 
took place in his career. At that time 
F. N. Averill, active head of the 
Fobes Supply Co., with houses up 

(Turn to Page 68) 
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SELL ELECTRICAL EQUIPMENT to INDUSTRIES 











Foundry 


Above is shown lighting of a spotty, inefficient nature, 
furnished by old style equipment. With this kind of lighting, 
it is difficult to secure maximum efficiency from employes. 

selow is shown the same plant after an enterprising 
salesman had persuaded the company to light its plant 
in proper fashion. These two photographs speak volumes 
on the necessity for modern lighting. This plant, inci- 
dentally, is the French and Hecht Foundry, Davenport, Ia. 


Washing Machines 


On the right is shown an interior view of the Meadows 
Manufacturing Co., Bloomington, Ill. This plant, which 
has been referred to as “the best lighted factory in the 
United States,” had the Gray Trimble Electric Co., Bloom- 
ington, install the job. The wholesaler was the Middle 
States Electric Co., Chicago. 
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AVE TIME 





AND EXPENSE 


WITH 


JEFFERSON 


IONFU 








UNSCREW ONE-PIECE 
END CAPS 


INSERT NEW LINK 


Leake ce 


SCREW ON ONE- 
PIECE END CAPS 


~ AND THE FUSE 





Another time and cost saver—Jefferson- 
Union Knife-blade Renewable Fuse 
The Jefferson-Union Knife-blade 


Fuse is uniquely simple. Insertion of 
a new link is a matter of seconds. 
Only one end-cap is removed. Loosen- 
ing the studs a little permits speedy 
insertion of link. Rugged construc- 
tion plus an exclusive method of 
venting through the fibre insures 
long-continued life. 


IS RENEWED! 


OU’LL get little advance 
notice when prosperity 
comes back. Use these days 
then to get equipment ready 
. .- don’t be caught napping. 
Particularly prepare on such 
essential yet small-expense 
items as fuses. Check up every mo- 
tor and electric circuit, see that fuses 
are replaced .. . and replaced with 
Jefferson-Union Renewable Fuses. 









SES 











Why Jefferson-Union Ferrule 
Fuses Save Time and Money 


The Jefferson-Union Fer- 
rule Type Fuses have end- 
caps in one piece, without 
loose washers or end plugs, 
assuring positive contacts 
with fuse clips. Venting is 
through the caps, not the 
threads. Inspection and 
cleaning are easy, conveni- 
ent. Sois insertion of fusible 
link which adjusts itself 
automatically in length for 
a perfect fit. Held diagonally 
in the casing, it does not 
touch or char the casing. 
These features assure long 
life, low cost, quicker re- 


newals. 











Jefferson-Union Fuses withstand 
blowout after blowout ... and the 
fusible links are replaced in a few 
seconds. They cut yearly fuse costs 
and loss of productive time among 
men, motors and machines. 


Getting these small items off the 
list simplifies your whole mainte- 
nance problem . . . and it is real 
economy to lay in a supply now. 


JEFFERSON ELECTRIC COMPANY 


1519 West 15th Street 





Chicago, Illinois 
A-4900 
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LEAVE THE APPLES TO THE UNEMPLOD. 


Industry today gradually is puttdimhe « 











—it is looking more and morelliiourc 


Service in its many problems aflMrem: 


An opportunity faces every jobbilmmar 
—a franchise which offers the dimpr 
that is sold through Wholesaler; 





A complete assortment of all types of Switches for power ay Ye 
light control. lik 


A large variety of Motor Starting Switches—Magnetic and Ma Y 
ually-operated. re 


No other manufacturer in the country sells a line like ¢ Y 
through Wholesalers only. 


Trumbull Unit Panel Boards, Special Panel Boards, Switchboard y 
Flex-A-Power, Buss-Wa, Controlite, and Safe-ConverTi-Fuse Pa 

els produced in our various plants represent a line second S 
none in the country, in completeness and in volume sold. th 


Nothing so inclusive in the country distributed through Wholesales Y 
SAFE 
CONVER-TI-FUSE 
The safe dead front inter- 
changeable Unit Panel- 
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Unit Panelboards 
For all standard require- 
ments—plug or cartridge 
fuses, knife switches, or 
circuit breakers in the 

branches. 


TYPE “TM7%” 7% HP 

Motor Starting Switch 

with Thermostatic Over- 
load Protection, 


Type “MDS” 5 HP 
Double throw and motor 
reversing switches. 
Manually operated. 


DOOOODDODDODODDOOODDDOOHOHDOD DOOOHDOOOOO 
THE TRUMBULL ELECTRIC MFG. CO. 


A GENERAL ELECTRIC @ ORGANIZATION 


B h Panelboard NEW YORK 
aa Switchboard PLAINVILLE 803 Lincoln Bldg. 
co CONN. BOSTON 
Drendell-Trumbull 1002 Statler Bldg. 


Electric Mfg. Co., PHILADELPHIA CHICAGO 


San Francisco 
i ing Rd. 
A; 6. Electric 511-519 N. Broad St. a ee 


Mfg. Co. Division Detroit Branch 
Branch Switch, Switch- 415 Brainard St. 
board, and Panelboard 

Factories: SAN FRANCISCO 
Los Angeles Seattle ATLANTA 432 Fourth St. 
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OD—GO OUT AND SELL AN ORCHARD 
y 


puttilmhe old method of unit purchases 


































morelmource of supply for Complete 


2Ms afmrements. 


/ jobbilmman handling Trumbull products 


the @imprehensive line in the country 





-salergimy: 
ower an You jobbers’ men who can approach all branches of the Electrical Industry with a line weet ll | pn 
like this have an unparalleled opportunity to serve. ‘_* ae pole, Quick 
Positive Make and Quick 
ind Ma Your clientele need not approach an assortment of manufacturers direct for their Break. 30-200 amps. Fur- 
° nished with meter trims for 
requirements. use with meters. 
like th YOU can supply all their needs. 


Impress upon them the sweeping range of Trumbull Service. 
ae Make yourselves the source of supply for ALL—not part—of such service. — . fq 
use Py ' 
‘cond | Somewhere in every installation, this material is used, and some Jobber's salesman gets 2 ef 
Id. the credit. | ; | "" | 4 

{ 
{ 


lesalem ~= WHAT A CHANCE YOU HAVE! cn " v " i 
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Fe ee OCG 
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Combined Magnetic Switch and 
Type “RM” Motor Disconnect 
Switch in one cabinet. 


New Type M. 7% Magnetic 
Motor Starting Switch. 
Time Limit Overload Protection 
and under voltage protection. 
Local and remote control—20 
Amp. Also 40 Amp. 25 HP. 
440 V A.C. 





Type “A” Safety Switches 
Heavy duty with milled con- 
struction—2, 3, 4 pole, 30-2400 
Amps., 230-575 Volts. Positive 
Quick Make and Quick Break. 


DODODOOOOODDOOHDHOOOHOHOHOOOOD OOOOOOOOOO 


The “Circle T” Line 


Type "A" and "C" Indus- Open Knife Switches for Power in Industry) 
trial Switches Special Switches “Controlite" 
Motor Starting Switches Switchboards (The Theatre Control 
Magnetic and Manually "Buss-Wa"" Board) 
operated (The Copper Bar Distribu- and other devices — all 
Entrance Switches tion System) listed in catalog No. 14 
Meter Service Switches "Flex-A-Power" Copy sent on request 
Panelboards (The Convenience outlet Sold Through Wholesalers 














BINDING 
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Assembly 
A new outlet has been found for radio. Above is 
shown a view of the Westinghouse plant at Newark, 
N. J., where radio has been installed to keep up 
the spirits of those engaged in assembly work and 
make their task less monotonous. 


Soaps and Glycerine 
Process plants such as those engaged in the manu- 
facturing of soaps and glycerine offer opportunities 
to the electrical wholesaler. The installation shown 
on the right was sold to Lever Brothers Co., Cam- 
bridge, Mass., by the Wetmore Savage Electric 
Supply Co., Boston. 


Automotive 


Automotive service plants specializing in battery 
and electrical work offer opportunities to the job- 
ber’s salesmen, particularly on tools. Note in the 
photograph below the electric drills and soldering 
irons. 
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45,000 Feet of Steeltubes 





Cleveland Electric Illuminating Company's new 
Ashtabula, Ohio plant; Electrical Contractors; 
The Dingle-Clark Company, Cleveland, Ohio. 





...in this Modern Plant 





Night view of America’s 
most modern central station 


Lar: in 1930, the first of four 50,000 
k. w. turbines was placed in operation at 


the Ashtabula Plant of the Cleveland 


Electric Illuminating Company. 


This station, a link in electric service to a 
territory of 1700 square miles is in every 
detail an example of up-to-date design and 
construction — largely automatic in its oper- 
ation. The 45,000 feet of Steeltubes carry 
lines for lighting boiler house, turbine room, 


fuel preparation room and gate house. 


Steeltubes, because of its ability to make the 
electrical dollar go further, deserves care- 
ful consideration when power plant addi- 
tions or wiring changes are contemplated. 


Electrical Division 


STREL AND FV 
Cleveland, Ohio 


BES, INC. 


(A Unit of Republic Steel Corp.) 


STEELTUBES Electrical Metallic Tubing is 
threadless, strong, light and easy to handle. Costs 





less to buy. Saves time and money on the job. 
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WY 


Packing Plants 


Packing plants present their own problem 
to the electrical men. This difficult job of 
lighting installed in the cooling room of a 
large western packing plant required a great 
number of lamp outlets in short spaces in 
order to eliminate large wattage lamps which 
would create too much heat. The Reliable 
Electric Co., Denver, was the contractor on 
the job. The name of the wholesaler was not 
available. 


Central Stations 


Central stations frequently present compli- 
cated jobs to the wholesaler and contractor. 
On the right is illustrated a particularly diff- 
cult installation of conduit and fittings. 


Machinery and Molds 


There is always a demand for panel 
boards in industrial plants. This par- 
ticular job was installed in the Akron 
Equipment Co. plant at Akron, O. 
This company manufactures rubber 
tire machinery and molds. 
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| WHEN BUYING INDUSTRIAL LIGHTING 
specify this modern reflector construction 

|... WHEELER 
: DUREX 0 
REFLECTORS .4 


ASE EERE 








































WV HEELER Durex RLM Dome Reflector is spe- 
cially designed for general overhead illumination. 
Its 17%° light cut-off assures maximum light distri- 
bution over the working plane, with an avoidance 
of undue concentration directly below the unit. 
The Durex construction, exclusive to Wheeler 


ae Reflectors, affords extreme ease in wiring and in- 
Only three simple 


operations required stallation. The entire unit combines an efficiency, 
1 Canopy screws fit firmly : mo 
into bayonet holes in the convenience, and economy that make it ideal for 


socket. A turn of the wrist ze- 
moves or replaces the socket. 


general industrial illumination . . . When you are 


2 The porcelain socket shell 


screws on and off easily, 


said datas een ten again buying industrial lighting equipment, specify 
ready wiring. 
Construction allows re- Wheeler Durex RLM Domes . . . the modern 


flector to screw in and out 
of canopy quickly and easily. 








é reflectors . . . designed for modern industry. 


WHEELER LIGHTING 


WHEELER REFLECTOR COMPANY, 275 CONGRESS STREET, BOSTON, MASS. 
NEW YORK CHICAGO ATLANTA CLEVELAND 
Sales Offices: St. Louis, Indianapolis, Los Angeles, San Francisco, Seattle. In Canada: Canadian General Electric Co., Ltd: 
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Jobbers Salesman 


W. J. McLAUGHLIN, Editor 





We 
Believe That— 


1 Market determination is absolutely essen- 
tial and is the joint responsibility of the 
manufacturer and the wholesaler. 


2 Intensive selling must take the place of 
order taking. 


3 The manufacturer must recognize his 
wholesalers as partners, not as customers. 


4 Wholesalers must adopt a simple, but uni- 
form cost accounting system. 


5 The public utilities should merchandise 
under conditions which are not unfair to 
wholesalers and independent dealers. 


6 The formation of local and geographical 
groups of wholesalers is to the best inter- 
est of the industry. 


7 The electrical wholesaling industry has a 
splendid future ahead of it, provided its 


potential possibilities are fully realized. 











The Plan Meets 
With Enthusiasm 


HAT “THE JospBer’s SALESMAN’S Plan for 
Market Determination and Market Develop- 
ment” has met with enthusiasm is well exempli- 

fied by the letters appearing on pages 42 and 44 of this 
issue. While space did not permit the reproduction of 
all comments received, these letters are representative 
of the reception given the plan by the industry. 


The time is ripe to take off our coats and go to work. 
Mere approval of the plan is not sufficient. It must 
be put into action at once and carefully and consistently 
followed through by manufacturer and wholesaler alike 
if its maximum benefit is to be secured. That the 


industry has been in need of such a plan has been 
obvious. Research work has not only proved it, but 
also the reception given the plan itself convinces all 
that the wholesalers are completely aware of the neces- 
sity for it and are more than willing to cooperate with 
their manufacturers in adopting it to their needs. 


ee” ane ae 


Trade Relations 
With Public Utilities 


W. Crark, chairman of the executive committee 
of the National Electrical Wholesalers Associa- 
tion, after attending the recent meeting of the 

Pacific Division of that association said in part, “The 
meeting that opened my eyes occurred on Saturday 
morning, January 31. It was an open session arranged 
by the utility companies, with R. E. Fisher, vice-presi- 
dent in charge of sales and public relations of the 
Pacific Gas and Electric Co., presiding. 


“At this meeting every coast utility company was 
represented by one or more officials who were called 
upon, in turn, to discuss the results of their respective 
company’s sales operations for the year just closed and 
to outline their 1931 plans for the sale of appliances, 
cooperation with other branches of the trade, and for 
the extension of plant and lines. When they had fin- 


_ished every one knew the policies to be pursued by 


these utilities, the expected sales of major appliances, 
lighting equipment and motors, and the complete story 
of the year 1930. 


“Here is a group of utility companies that is oper- 
ating on the basis that they can go further with a united 
industry than they can possibly go alone. They use 
the wholesalers’ stocks and they encourage the dealers 
to sell appliances, both by helping to train the dealer 
organizations and by encouraging the dealer to compete. 


“Conditions on the coast are probably conducive to 
a close-knit industry—but I wonder if, in the east, the 
individual wholesalers and the trade center groups 
could not do more to promote the development of the 
“united front” than they have done in the past? The 
benefits would accrue to themselves and to the entire 
electrical business. Closer contact with utility execu 
tives is needed—a demonstration of the economy of 
our operations and of the value of our organization 
in promoting the electrical idea.” 


While there is no doubt but that trade relations 01 
the Pacific Coast are ideal, there are growing indica 
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tions that the public utilities throughout the country are 
becoming more receptive to the pleas of merchants for 
relief from the kind of competition with which they 
are meeting. The brightest spot on the horizon is the 
appointment of a joint committee to survey merchan- 
dising practices, as a result of the recent conference in 
New York of representatives from the National Retail 
Dry Goods Association, the National Retail Hardware 
Association and the National Electric Light Associa- 
tion. With D. F. Kelly of “The Fair,” Chicago, as 
chairman of the committee, and J. F. Owens, first vice- 
president of the N.E.L.A., and vice-president and gen- 
eral manager of the Oklahoma Gas & Electric Co., 
working with him to supervise the particulars of the 
survey, constructive work should be accomplished. 


That such relations have become a major issue can 
no longer be doubted, and it is felt that the situation, 
as revealed by the contemplated survey, will reveal the 
necessity for a prompt readjustment of present trade 
relations in the merchandising branch of the industry. 


Price Maintenance 


T is a sad commentary on the wholesalers’ method 
of doing business when a manufacturer finds it 
necessary to send out a statement which reads in 

part, “We are convinced that where a jobber is not 
interested in making a fair and reasonable profit on 
our products, we are frankly not interested in his busi- 
ness, because he cannot long afford us a permanent and 
loyal avenue of distribution. This statement may seem 
radical, but we believe that in the present state of 
business, now is the time that we, for our own profit 
inl for the profit of our jobbers, should try to put 
everyone concerned on a profitable basis. 


“With that in mind we recommend your adoption of 
sur wholesale sheet prices for your resale prices to 
uch customers, and urge you most earnestly to see 
hat your organization maintains at least the margins 
'f profit provided for in this sheet.” 


This manufacturer is absolutely right in his attitude. 
\ wholesaler who sells without regard to his cost of 
loing business is not only disturbing relations in the 
ndustry, but also is seriously jeopardizing his own 
uccess, and if he is not interested in the former, he 
\ost certainly should be in the latter. 





Mohawk Valley 
Jobbers Organize 


T is gratifying to note that the wholesalers located 
in that section of New York State commonly 
known as the Mohawk Valley have organized the 

Mohawk Valley Club under the leadership of A. M. 
Little of the A. M. Little Co., Syracuse. This group 
has already adopted 10 suggested activities, the sugges- 
tions alone proving the need for local, organized work. 


The staff of THE JoBBER’s SALESMAN has been em- 
phasizing the necessity for such clubs and it is sin- 
cerely hoped that wholesalers in other communities will 
follow the action of the wholesalers composing the 
E.E.W.A., the Lake Michigan Club, the Missouri 
River Club and this latest group, in banding themselves 
together, formally or informally, in order to solve their 
local problems. 


Radio Wholesalers 


Pass Resolutions 


TTENTION of those jobbers handling radio is 

A ates to the resolutions passed by the Radio 

Wholesalers Association and the National Fed- 

eration of Radio Associations at their Indianapolis con- 

vention. These resolutions are reported in detail on 
page 54 of this issue. 


Of particular interest to wholesalers is the second 
resolution. Here we find the attention of the manufac- 
turers being called to the fact that a “partnership-rela- 
tionship” must be recognized by the manufacturers in 
their contracts with wholesalers. Heretofore, such con- 
tracts have been “inequitable, one sided and unsound 
in principle and defeat their true purpose.” The whole- 
salers now ask “that set manufacturers in their written 
contracts, verbal agreements, declared policies, and price 
guarantees, be duly mindful that there are two con- 
tracting parties with rights and desires that must be 
recognized so as to be fair to each other.” 


It is highly significant that the staff of THE JoBBER’s 
SALESMAN in announcing its new plan emphasized that 
the success of it was definitely linked with the necessity 
for recognizing a fundamental of successful distribution 
through wholesalers, and that fundamental is “partner- 
ship-relationship.” Manufacturers no longer should 
treat their wholesalers as customers, but as partners. 
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Market for Electrical Supplies 


Compiled Monthly from Reports Made to “The Jobber’s Salesman,” by Wholesalers, on Market and 
Price Conditions for 22 Key Products. Numerals Indicate Number of Wholesalers Reporting in the 


Respective Territories. 








EASTERN STATES* CENTRAL STATES* WESTERN STATES* 


MARKET anna pte id ot pay yl ye 
z ' Jan. 15 to enera an. 15 to enera an. 15 to eneral 
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Commercial lighting units 











Residential lighting units 
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ALL 22 LINES COMBINED 





Good Fair Poor Good Fair Poor Good Fair Poor 
Jan. 15, 1931.—Feb. 15, 1931 12% 49% 39% 7% 42% 51% 10% 44% 46% 
Same Period Previous Month..........] 18% 44% 43% 10% 50% 40% 15% 47% 38% 
Same Period Year Ago................| 15% 55% 30% 18% 48% 34% 2% 53% 23% 















































*Eastern States include all between the Atlantic Coast and the eastern boundaries of Ohio, Kentucky, Tennessee and Alabama; Western 
States include all between the Pacific Coast and the eastern boundaries of N. Dakota, S. Dakota. Nebraska, Kansas, Oklahoma and Texas 
Central States include all between. i 
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Only a difference in weight and 
a greater brilliancy in the larger 
gems distinguish one Tiffany 
diamond from another, for re- 
gardless of size, Tiffany quality 
1s a recognized standard. 

Diehl fans, too, differ only in size 
and atr movement. High quality 
runs through the entire Diehl 
line. 


The 8” Diehl fan represents 
super-quality merchandise 
despite its small size—it is 
quiet, sturdy, efficient and 
beautifully finished. 


lt enables you to satisfy the 
discriminating buyers who 
look for quality first rather 


than the price tag. Yet the price is exceed- 
ingly low for the value you offer. 


Numerous improvements have been made in 


the larger Diehl desk and bracket fans. They 
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9” INDUCTION FAN °6 List 


REAL SALES 
VALUE IN 
A QUALITY 
SMALL FAN 


7 


| 


DIEHL MANUFACTURING COMPANY as Bx. te 


Electrical Division of THE SINGER MANUFACTURING CO. 


Elizabethport, N. J. 


a correct fan for every pur- 
pose, including ceiling, ex- 
haust and ventilating units. | 


Write us today for com- 
plete details and prices. 











have been made lighter and 
more attractive without any 
sacrifice in operating effici- 
ency and offer the dealer an 
exceptional opportunity for 
maximum profit in the 1931 
fan season. 


The Diehl fan line provides 





Write for a copy 
of the 1931 
Catalog. 


a 
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Atlanta-Boston-Chicago-Columbus- Dallas - New York - Philadelphia -St. Louis 


___ DIEHL 
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ccept this Convoy 


C-H Lock Type Toggle Switch 


Totally enclosed in Thermoplax . . . dust- 
proof... mounting of mechanism on springy 
rubber pads... remarkably quiet action. . 
self-cleaning contacts which do not bounce or 
pit... these features of the C-H 7291 Toggle 
Switch are typical of those found in every 
number of the C-H Wiring Device Line. This 
switch is made in single and double pole, 
three and four-way types .. . and fits all 
standard plates. 


C-H 9586 Starter 


The comprehensive line of Cutler-Hammer 
Bul. 9586 “Across-the-Line” Starters is the 
standardized result of experience covering 
every Motor Control problem met by Industry 

..aline built to the C-H Standard of millions 
of operations. All C-H 9586 Starters incor- 
porate such features as the C-H Thermal 
Overload Relay which protects motors more 
accurately ... which permits use of power up 
to the motor’s limit but never beyond safety. 


C-H ‘‘Current Breaker’’ 


Double-break contacts—non-current carry- 
ing contact hinges—insulated operating han- 
dle—blankets to smoother arc—no live parts 
exposed when cover is open—a few reasons 
why the C-H “Current Breaker” is admittedly 
the superior of all Safety Switches. It sets the 
standard for quality in the C-H Line it heads. 
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Competitive Seas 


“ a 


a ~ a fy. 


foto whats 


PS planned selling efforts as advocated 
by Jobber’s Salesman will prove to be a staunch 
vessel to carry the Independent Wholesaler over the 
stormy seas of business. But a strong convoy is 
necessary if the “blockade of competition” is to be 
run safely, successfully. Such a convoy is secured 
when the products you sell bear a name which 
guarantees high quality—which carries prestige to, 
and the acceptance of, your customers. Such a name 
is Cutler-Hammer. 

Of wiring device buyers, more and more prefer 
Cutler-Hammer. Sales during 1930 equalled those 
of 1929, despite the tremendous drop in building 
construction. Have yours? Make 1931 a better year 
by handling only this complete line . . . a line con- 
stantly being improved, in which every number is 
evidence of the Cutler-Hammer desire for perfection. 

Of Motor Control users, the majority prefer 
Cutler-Hammer. Ask the engineers in customers’ 
plants yourself. They prefer Cutler-Hammer be- 
cause it is the result of over 30 years’ experience 
covering every Motor Control problem of Industry 

. . because it incorporates features which only such 
diversified experience can originate. For serving 
your trade, Cutler-Hammer experience has been 





standardized into a line of Motor Control ready to 
hand down from your shelves to solve every com- 


mon problem . . . standardized in design, pack- 
aging, labeling. 

Of safety switch users, all who see the C-H 
“Current Breaker’ pronounce it the most nearly 
perfect safety wall built. It heads the Cutler- 


Hammer Line. . . sets the quality keynote of the 


line . . . for every switch meets Cutler-Hammer 
standards . . . in design, performance, packaging, 
labeling. 

Among your customers, the men, from top to 


bottom, influential in selecting Motor Control, Wir- 
ing Devices, or Safety Switches, are reached by 
Cutler-Hammer advertising. 

Accept the convoy of Cutler-Hammer Quality 
and Cutler-Hammer Prestige. Accept the backing 
of Cutler-Hammer advertising which reaches all 
your customers. Write for details on the Cutler- 
Hammer policy. 


CUTLER-HAMMER, Inc. 


Pioneer Manufacturers of Electrical Apparatus 


1286 St. Paul Avenue 
MILWAUKEE, WISCONSIN 


CUTLER HAMMER _ 








Motor Control. Safets) Soitches 








(A-4107) 


Wi ring Devices 
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NEws 


from the Wholesale Field 





Home Electric Co. Moves 

The Home Electric Co., formerly 
of 1321 A St., Tacoma, Wash., 
moved on January 31 to new quar- 
ters across the street at 1316 A St. 
They have remodeled a_ building 
there, 46 by 114 ft., and occupy two 
floors and balcony, the latter being 
used as a display room. The light, 
well arranged offices are in front on 
the ground floor along with the 
counter and room for broken stock. 

This company had been at the old 
place 10 years and has seen many 
changes take place in that time. Ed- 
ward L. I. Salmson, formerly presi- 
dent, has passed away and Mrs. 
Salmson is now the president, al- 
though not active. William S. An- 
derson is the active manager, with 
T. E. Miller purchasing agent. 

* * ok 

St. Louis Manhattan Closed 

The St. Louis branch of the Man- 
hattan Electrical Supply Co., Inc., 
shipped its last order on January 31, 
and ceased to operate as a radio and 
electrical supply distributor in the 
St. Louis territory. The company 
will continue to operate in New York 
as well as in Chicago. 

i a. 
Inter-Mountain Opens 
Branch 

The Inter-Mountain Electric Co., 
Salt Lake City, Utah, has opened a 
branch at Idaho Falls, Idaho, in 
charge of Orvall Johansen. 

* * * 

The Mohawk Valley Club 

On February 18, 27 New York 
State wholesalers, located between 
Albany and Buffalo, met at the 
Onondaga Hotel, Syracuse, and 


element in the industry. 


ei HE Jobber’s Salesman” maintains men in the field, it sends out monthly 

“‘what’s the news sheets” to every wholesaler and it gladly receives 
voluntary news contributions and snapshots from wholesalers and their 
salesmen. All this enables it to reflect from month to month the personal 
Your co-operation is solicited in making this 
human side of the magazine more interesting. 


formed the Mohawk Valley Club. 

A. M. Little of A. M. Little Co., 
Inc., Syracuse, was elected general 
chairman, D. B. White of the Falls 
Equipment Co., Buffalo, acting sec- 
retary and D. A. Hughes of Lang- 
don & Hughes Electric Co., Utica, 
treasurer, 

The executive committee, as elected 
at this meeting, consists of: C. M. 
Maier, General Electric Supply 
Corp., Rochester; D. B. White, 
Falls Equipment Co., Buffalo; A. 
M. Little, A. M. Little Co., Inc., 
Syracuse; Charles Russell, Esco 
Electric Supply Co., Albany; E. C. 
Wehle, Southern New York Elec- 





trical Supply Corp., Binghamton, 
and D. A. Hughes, Langdon & 
Hughes Electric Co., Utica. 

Three standing committees were 
formed and the following whole- 
salers chosen as chairmen: H. Lav- 
ner, Westinghouse Electric Supply 
Co., Binghamton, chairman, Manu- 
facturers’ Relations Committee; H. 
I. Sackett, H. I. Sackett Electric 
Co., Buffalo, chairman, Contractor- 
Dealer Relations Committee, and K. 
L. Thielscher, Graybar Electric Co., 
Buffalo, chairman, Central Station 
Relations Committee. 


A definite program of activities 


was outlined at the meeting. 





— 


; 
ie RE 


Although still a young concern, the Belmont Corp. has made unusual progress 


in three and a half years. 


It has built up an imposing structure of good will 


among dealers because of strict adherence to sales policies that are sound. 


“Wholesale Only” has been the motto all along. 


One of Belmont’s strongest 


sales helps is a handy loose-leaf catalog, rather an expensive proposition for a 


jobber, but one that has proved to be a judicious investment. 


The three men 


who are largely responsible for the company’s success are, from left to right: 


H. E. Lindberg, credit manager; Geo. 


sales manager. 


A. Michel, president, and L. C. Sarles, 
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TODAY 


£ eadership 


meéans more 


than ever . 























The true value of leadership is more 


readily apparent in these days when 


Bldg by re eating ah oo business is harder to get. Business is always there—sales can always be | 
whose electrical wiring is 4 , 
armoured for permanence by made, but purse strings open more readily to those whose products are 


Youngstown-Buckeye Conduit. ’ . 
Architect~G. ALBIN PEHRSON— undisputed leaders—whose value and quality are known quantities. 
Ss 





pokane 

| 

Engineer—E.L.WEBBER—Spokane Youngstown-Buckeye Conduit enjoys this reputation wherever 

General Searcedter REV NDS- — . 

CLIST CO.—Spokan conduit is used. Your customers and prospective customers know 

Electrical Sensrecese— BROWN- - : bs 

JOHNSON CO.—Spokane about it—they know that it represents a sound investment and | 

consequently they will unhesitatingly buy it in preference to 

less well-known merchandise. Now, when dollars are being more 

cautiously spent, is the time for aggressive salesmen to concen- 

| 

trate on an outstanding leader — Y oungstown-Buckeye Conduit. 

One of the oldest manufacturers of copper-steel, under 

the well-known and established trade name “Copperoid” | 

General Offices: YOUNGSTOWN, OHIO | 

DISTRICT SALES OFFICES: 
\TLANTA : + + Healey Building DENVER - Continental Oil Bldg. NEW YORK - 30 Church Street ST. LOUIS - - - Louderman Bldg. 
3OSTON +++++35 Chamber of DETROIT - + Fisher Building Hudson Terminal Building YOUNGSTOWN - - Stambaugh 
Commerce Building RANSAS cITy, ‘MO.- Commerce ee Franklin Trust Building 
AGO - - Conwa paging LOS ANGELES- 3000SantaFeAve. PITTSBURGH - — Building 

INCINNATI. Union Trust Bidg. MEMPHIS - -- 42 Keel Avenue SAN FRANCI -++ 55 New The Youngstown Steel Products 
VELAND- Term’! TowerBldg. MINNEAPOLIS - + Andrus Bldg. oe Monewomery oe Company, Dashwood House, Old 
ALS + Magnolia Building NEW ORLEANS: Hibernia Bldg. - Central Building Broad Street, London, E. C. Eng. 


SJALVANIZED SHEETS PROTECT + SAVE WITH STEEL 
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ive News 
bout Live Ones. ,, 
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M. S. RANDOLPH is traveling the 
central Illinois territory for the Uni- 
versal Electric Co., Peoria, Il. 


Murray Lazarus has been ap- 
pointed to represent Samuel Frost, 
New York, in the northern part of 
Brooklyn. Max Hirschfeld, who has 
been connected with the ‘electrical 
industry for 35 years, has joined the 
purchasing department of this com- 
pany. 


Tue Repustic Electric Co., Dav- 
enport, Iowa, reports that R. H. 
Hombach will handle the northeast- 
ern Iowa territory as salesman. 


N. M. “Speck” Harrison, who 
was radio specialist at the General 
Electric Supply Corp., Houston, 
Tex., has been transferred to coun- 
ter sales. 


SEVERAL changes have occurred 
at the General Electric Supply Corp., 
Chicago. M. B. Weiss, formerly a 
city salesman, is now covering Indi- 
ana and south and west of Chicago. 
W. R. Bradley will handle southern 
Illinois. Three new men, E. P. 
Maricle, R. H. Burns, and J. A. 
MacKinnon, have been taken on to 
handle appliance sales in Chicago. 


H. C. Witson, lamp specialist, and 
M. P. Boyle, refrigeration salesman, 
are two newcomers to the Westing- 
house Electric Supply Co., Cleveland, 
Ohio. 


Jess Scott has lately joined the 
sales staff of the Triangle Wholesale 
Electric Co., Muncie, IIl. 


Tue Nicuots Electric Co., Day- 
ton, O., has employed Benjamin 
Adams as salesman. 


A PLEASANT chat with V. E. Mc- 
Cain, local manager of Graybar at 
Tacoma, Wash., devulges the fact 
that he is a graduate of Washington 
State, the Pacific Coast football 
champions this year. ‘Mack’ is also 
a “graduate” of the old Western 


Electric Co., supply department in 
Seattle. Don’t get from that, how- 
ever, that he is one of the old timers. 
He is a pretty young fellow to hold 
such a responsible position and is do- 
ing a nice job in Tacoma. 


FRED PHILLIPS, the local manager 
of the Tacoma house of the North 
Coast Electric Co., has a very nice 
layout at 703 Pacific Ave. This is 
not only true from the standpoint of 
the well arranged office and stock- 
room but also from the fact that 
when he is away from the city, which 
happens quite often, he has two 
mighty capable young fellows coming 
along who can look out for things 
and take a genuine interest in their 
work. They are H. Fitzgerald, head 
counterman, who has been there two 
years, after spending one year in the 
Portland office and William Wed- 
mark, shipping clerk who has been 
with the company a year and a half. 
Dil Gundstrom, salesman, also works 
out of this office, one week out of 
town and one week in. 


J. J. DENEHWAN and Hugh C, Pul- 
len are the latest additions to the 
sales force of Stern & Co., Inc., 
Hartford, Conn. Mr. Deneham will 
cover the city of Hartford, West 
Hartford and Wethersfield. Mr. 
Pullen has been appointed refrigera- 
tion specialist and will cover the com- 
pany’s entire territory. 


R. E. THomas, formerly a repre- 
sentative of the Westinghouse Elec- 
tric & Mfg. Co., Pittsburgh, is now 
selling for the Moock Electric Sup- 
ply Co., Youngstown, O. 


E. G. Hinson has been promoted 
from the counter to the quotation 
department of the Westinghouse 
Electric Supply Co., Chicago. 


THE AMERICAN ELEctric Co., St. 
Joseph, Mo., reports that J. J. Ed- 
dington will handle the northeastern 
Kansas. territory, succeeding J. E. 
Barhydt, deceased. W. W. Metzen- 
thin has been put on as specialty 


salesman on lamps and illumination 
A. W. Martin will take care of th: 
territory formerly handled by Mi: 
Metzenthin. 


Jack DRENNEN has been mack 
shipping clerk at the General Electri 
Supply Corp., Joplin, Mo. 


J. L. Wotr is a_ new lighting 
specialist with the Allen Electric Co , 
Cleveland, O. Mr. Wolf was for- 
merly with the Republic Electric Co. 
of the same city. 


Worp comes from The Steiner 
Electric Co., Chicago, that “Bill” 
Mathai, formerly with Hubbell, is 
now a member of its selling staff. 


GEORGE DorRSHEIMER has recently 
joined the sales organization of 
Sterns Electric Equipment Co., Buf- 
falo, N. Y. 


THE CoLEMAN Electric Supply Co., 
Brooklyn, N. Y., has added Harold 
C. Green to its sales staff. 


VeRN E. Kurus has been em- 
ployed by the Ensign Electric Co., 
Minneapolis, as salesman. Mr. Kufus 
was previously associated with the 
Midwest Electric Co. 


Epwarp H. Norp1n will represent 
the Wetmore-Savage Electric Supply 
Co., Springfield, Mass., on its line of 
refrigerators, concentrating on west- 
ern Massachusetts. 


Two OUTSIDE salesmen, William 
A. Griswold and Lewis T. Stanley, 
have been employed by the E.S. & E. 
Co., Inc., Albany, N. Y. Mr. Gris- 
wold, who was formerly sales man- 
ager of the Syracuse branch of the 
Page Morris Co. will specialize on 
appliances and radio. Mr. Stanley, 
who prior to this connection covered 
the northern New York territory for 
the Westinghouse Electric Supply 
Co., will cover this same territory 
for us. 


F. W. Laver is now specializing 
in the sale of ranges and appliances 
for the Rumsey Electric Co., Phila- 
delphia. G. L. Thomas replaces Mr. 
Lauer in the quotation department. 


J. P. Meyers, a real old timer for- 
merly with Stanley-Patterson, is sell- 
ing for Joseph Kurzon, New York. 
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is written 
on the pages 


of history 











us 

he 
The Mexican War, the great struggle from 1861 to 1865, the war with 

nt Spain, the World War—in all of these the dependable Colt played a part. 

ly 

< Today in peaceful industrial occupations, Colt is holding true to tradition. | 
Dependability in Safety Switches is largely a : 

; matter of details of construction. The quick 

a make and break mechanism on Colt - Noark 

rn Safety switches is so designed that it will 

« operate even with a broken spring. It is vital 

ib that you should always be able to throw your 

or switches “on” or “off”. ; ; 2 ; 











Send for catalog “F”. A\n interesting booklet “The Rampant Colt” sent on request. 


_ © COLT’S PATENT FIRE ARMS MEG. Co. & 


ELECTRICAL DIVISION 
Established 1836 Electrical Division 1886 


vr HARTFORD, ‘CONN. U.S. A. 


k BOSTON CHICAGO NEW YORK PHILADELPHIA SAN FRANCISCO 
M-4-31 
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Type _ 


Mark-Time is made in vari- 
ous types and models with 
Brass or Bakelite Face Plates. 


fee Lights — >; eal bii| For Appliances 
NEW AUTOMATIC TIME SWITCH 
Turns Itself Off After Any Time Interval 


TRADE THE MARK 


MARKTIME 
It has aroused an unprec- 


edented amount of interest 

among users and distributors. Its 
market is broad and profitable (20,- 
000,000 wired homes in the U. S. A.) 


Carefully prepared, compelling sales helps are 
available to merchants stocking the Mark-Time 
Switch. ; 


How Mark-Time operates: Throw the toggle to ‘off' posi- 
tion as many times as necessary to give the desired delayed 
action. Each throw delays the action one time interval. These 


intervals may be seconds or minutes; depending upon the 
model of Mark-Time. 


The switch circuit may be opened any time by pushing the 
small timer lever to ‘off’ position; this eliminates the time action 
and allows Mark-Time to be used as an ordinary switch. 
FOR PORCH, HALL, GARAGE AND BASEMENT LIGHTS. 
ELECTRIC APPLIANCES, RADIOS, APARTMENTS, 
FACTORIES, SCHOOLS AND OFFICES. 


Mark-Time is guaranteed for one year. 


Approved by the National Board of 
Fire Underwriters. 


Mark-Time is a 
product which is 
truly revolutionary. 


WRITE FOR 
SALES PLAN J.S. 


RH ODES, Ina, 





March, 1981 THE JOBBER’S SALESMAN 41 


FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 


“TRY IT YOURSELF” 


"Try it Yourself" is a smart counter 

demonstrator 12 inches high, 10 

inches wide, and 6 inches deep. TURNS 
Duco finish. An attractive scene in ITSELF 
colors, illustrating one of the many % 
Mark-Time uses is shown. 6 feet of 

cord with each. Can be used with 

automatic "flicker" for window dis- 


play. 


This unusual demonstration "Try it 
Yourself," equipped with a Type A 
Mark-Time Switch will be sent pre- 
paid upon receipt of $2.50. Ask 
for MT4. 


For outside selling, order MT4B, 
battery operated, same price. 


NEW HAVEN, CONN. 
ei ee 
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Interesting Comments on 
THE JOBBER’S SALESMAN 


To the Editor: 

How can we tell where we are go- 
ing if we don’t know the road? No 
ship could reach a port without a 
compass—no aeroplane could ever 
leave the ground without the proper 
instruments — and so —no_ business 
should attempt to reach its goal with- 
out at least knowing where it was 
going or how to get there. 

I think that the unique survey, 
printed in your February issue, pre- 
sents to the electrical wholesaler the 
instrument which he needs to guide 
his frail ship through these perilous 
times and to a safe port. 

The article shows the results of 
clear thinking and much time—as well 
as a tremendous investment by your 
publication in the every day mer- 
chandising problems confronting the 
electrical wholesaler. 

I want to compliment you upon the 
results of your efforts. 

D. H. WEICENSANG, 


Vice-President, Hyland Electrical Supply 
Co., Chicago. 


a ae 


To the Editor : 

I have read with a great amount 
of interest in the February issue 
your new program for “Market De- 
velopment” and wish to take this op- 
portunity to extend my compliments 
to your organization and publication 
for such a complete and constructive 
activity. 

You have undoubtedly undertaken 
one of the most impressive programs 
ever attempted and the unfailing 
ability of your staff and its knowl- 
edge of the problems through direct 
contact over a number of years, 
should make the program most suc- 
cessful and unusually advantageous 
to the wholesaler who uses it. 

The section in the February issue 
entitled “What and Where to Sell”, 
which is made a part of your pro- 
gram, is well directed and very timely. 

With your permission the writer 
will make your program the basis 
for an educational propaganda serv- 
ice to our wholesalers. In anything 
we do THE JOBBER’s SALESMAN, of 


PLAN 


course, will receive full credit and 
we hope our plan will meet with 
your approval. 
Best wishes for continued progress 
in the wholesalers’ interest, I am 
Wm. P. MACKLE, 


Managing Secretary, St. Louis Radio 


Trades Association. 
* * Ox 


To the Editor: 

We want to compliment you on 
your February issue. We hope that 
your plan for getting more cooper- 
ative work out of the jobbers will 
be a big success. 

H. von P. THomas. 
Merchandising Manager, Bussmann Mfg. 
x0., St. Louis. 
+ = -« 


“THE JOBBER’S SALESMAN for 
February is chock full of meat for 
the electrical wholesalers, but he will 
not get it if he reads too fast. Take 
time to digest the principal articles 
carefully and you will feel well re- 
paid. 

“Study the Plan proposed for mar- 
ket determination and market devel- 
opment. It calls for team work 
with your suppliers. It is not in- 
volved or complicated. It provides 
the machinery by which you may de- 
termine the extent of your market 
and how best to sell it. 

“You will find in this issue a sum- 
mary of the opportunities and possi- 
bilities in the four markets com- 
monly served: contractor ; industrial ; 
commercial, and resale. 

“For the less experienced salesman 
there is included a section, ‘What 
and Where to Sell’ as well as many 
other features that a thorough read- 
ing will disclose.” 

N. E. W. A. Review. 


*k * x 


To the Editor: 

I have carefully read your plan 
for Market Determination in the 
February JoBBER’s SALESMAN. 

Of course you are on the right 
track. Anyone who has studied pres- 
ent conditions seriously must realize 
that there is no overproduction of 


wheat while people are starving for 
bread—-there is no overproduction of 
improved electrical equipment that 
will result in positive economy when 
installed in the factories—there is 
no overproduction of labor saving 
electrical household conveniences 
when dealers are groping in the dark 
trying to find something which they 
can sell at a profit. Machinery of 
production should not be curtailed, 
we have all fallen down on the prob- 
lem of distribution and the cure as 
you express it is, “More Intensive 
Selling.” That phase can be ampli- 
fied greatly and you can do it. 

For many years past, electrical 
jobbers’ salesmen have gathered in 
orders easily and in the great major- 
ity of cases without having even a 
good knowledge of the material 
which they were selling or its use. 
To succeed on your formula, sales- 
men must learn more about the mer- 
chandise which it is their privilege 
to sell and they must be in a posi- 
tion to show an industrial or con- 
tractor that they can make or save 
money by buying and installing the 
product offered. They must assure 
the retailer that there is a ready mar- 
ket waiting for the goods offered and 
they must educate the dealer’s sales- 
men to move the merchandise off 
their shelves promptly when it 
reaches them. All of this means that 
salesmen must go to work intelli- 
gently. 

You speak directly to salesmen in 
your magazine. I know that in the 
development of your plan you will 
convey this thought to salesmen in 
“cold turkey language” so they will 
understand it. 

A. J. McGIvern, 
Manager, Manhattan Electrical Supply Co., 


Chicago. 
. 


To the Editor: 

Your plan for Market Determina- 
tion and Market Development is a 
very splendid idea. We are studying 
this plan very carefully and we feel 
very confident that we shall be able 
to adopt many of its principles. 

We certainly wish to commend 
you on the activity that you are tak- 
ing in the problems of the electrical 
wholesalers. 

S. WEINSTEIN, 
cay aed Co., Syracuse. 


To the Editor: 
We think your plan for Market 
Determination and Market Develop- 















March, 1981 


THE JOBBER’SM)SALESMAN 43 





New machinery is installed 
and installed machines 
or whole departments 
shifted with little cost and 
low production loss in the 
plant equipped with SQUARE-Duct, the rigid 
suspension method for wiring. 


SQUARE-Duct accommodates a number of wires 
or cables in a single sturdy, steel trough made in 
convenient lengths and various fittings to meet all 
types of installation conditions. Its closely spaced 
knockout holes permit “tapping in” at any point. 
Its hinged cover gives immediate access to every 
foot of wire. 


SQUARE-Duct is manufactured in two sizes: 24% 


Affiliated with 
DIAMOND ELECTRICAL MAN- 
UFACTURING COMPANY, LTD. 
Los Angeles San Francisco 





Houston 





SQUARE D COMPANY, CANADA, 
LTD., WALKERVILLE, ONTARIO 


Toronto Montreal 
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ELECTRICAL Die EQUIPMENT 


zuct 








inches by 2) inches for lighting circuits and short 
extensions, and 4 inches by 4 inches for power 
extensions and larger wires. The two sizes may 
be combined in a single system. 


When utilized with the new SQUARE D Safety 
Distribution Panelboard, production flexibility is 
raised to a new degree, for the installation of new 
circuits or the changing of old is greatly simplified. 


Write for the SQUARE-Duct bulletin illustrating 
its use and application; Safety Panelboard 
bulletins will also be sent on request. Just address 
the nearest SQUARE D branch office or write 
directly to the SQUARE D COMPANY, DETROIT, 
MICHIGAN. 


Factories at: 
DETROIT, MICHIGAN; MILWAU- 
KEE, WISCONSIN; AND PERU, 
INDIANA 


COMPANY 
DETROIT. U.S.A. 


BRANCHES IN ALL PRINCIPAL 
CITIES 








44 


THE JOBBER’SMI)SALESMAN 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 


The office and sales staff of Joseph Kurzon, New York. 
rule of ladies first, in the first row, from left to right, are: 
3ertha Steinberg, and Shirley Steinberg. 


Syd Mast; 


Taking the ship 
Evelyn Spivack; 
In the back row are: Ila 


Scher; Ester Berkowitz; Esta Abramson, and Mrs. Joseph Kurzon, who has 


played a very large part in her husband’s business success. 
George Porteck; Joseph Kurzon; D. A. Pintavalle, and Edward 
Edward Conolley leads off the back row, followed by: 


front row are: 
J. Renshaw. 


The men in the 


Albert 


Stern; George Weill; Edward Wallace, and Frank Prial. 





ment is very good, and we are study- 
ing this plan to find out just how it 
will fit into our territory. 

W. B. SATTERLEE, 
President, Columbian Electrical Co., Kan- 

sas City. 

a ae 
To the Editor: 

I did not want to take the time 
during the day to look over your 
February issue so yesterday being 
Sunday, I found some time to read 
a good part of it. 

At the start let me say that the 
thought and efforts that you are 
putting forth along these lines is 
very commendable, and a study of 
the plan by various wholesalers 
should bring out some weaknesses 
in their respective organizations 
which when the weaknesses are dis- 
covered can be corrected. 

Last summer, in discussing with 
an officer of a manufacturing con- 
cern the outlook for business and 
the amount of sales promotional 
work that should be put forth and 
money spent in sales promotion dur- 
ing the depression, he stated to me 
that many a sales manager has lost 
his job by advocating to his con- 
cern an extensive advertising and 
promotional campaign during the 
period of depression using as an 
argument in advocating such a plan 
that because many of his competi- 


tors were retrenching it would be 
easier to get the business. His ob- 
servation was that such sales mana- 
gers invariably lost their jobs be- 
cause it was practically impossible 
to single-handedly fight a business 
depression. 

There seems to me to be a lot of 
truth in this contention. A more 
sensible plan which the wholesalers 
in this section seem to be generally 
following is to reduce their expenses 
in line with the existing volume of 
business that can be obtained with 
normal selling cost. A distributor 
with such reduced expenses can do 
a better selling job for the avail- 
able business than a distributor who 
may be burdened with an excessive 
overhead that might be worrying 
him. 

It seems to me that the same 
theory applies to the retailer as well 
as to the manufacturer and it is my 
opinion that many concerns have 
placed themselves in just that posi- 
tion, and are now prepared to do 
some real selling in order to secure 
the best possible volume that con- 
ditions will allow. 

It is easy to criticize the electric 
contractor dealer, the wholesaler or 
the manufacturer. The manufac-. 
turer finds it easy to criticize the 
wholesaler, but if he were in the 
wholesaler’s shoes, he would prob- 


ably do just as the wholesaler was 
doing. The wholesaler finds it fre- 
quently easy to criticize the dealer 
contractor, but it is questionable 
whether he could do - better if 
he were in the dealer contractor’s 
place. There undoubtedly are short- 
comings in all more or less, but I 
believe that we can accomplish more 
by being helpful than by criticizing. 

We always work out of a depres- 
sion in time and as we work out of 
it, the problems of the depression 
cease to be, and other problems pres- 
ent themselves. We believe that the 
wholesalers are generally already 
working along many of the lines sug- 
gested in your February issue, but 
that a study of the plans suggested 
should be helpful in increasing their 
efficiency. We believe that the future 
of the live and up-to-date wholesaler 
is assured and that his economic 
tunctions are well justified by past 
experience. 

G. A. MICHEL, 
President, The Belmont Corp., Minneapolis. 
2 


To the Editor: 

It is with pleasure that we write 
you in reference to your plan for 
Market Determination and Market 
Development, as announced in the 
February issue of THE JOBBER’s 
SALESMAN. 

We believe this plan would be 
very beneficial to not only the dis- 
tributor, but also the entire selling 
force who will put it to work. This 
is the kind of information that we 
like to gather from your magazine, 
and we further believe that you de- 
serve not only the thanks of the 
wholesalers, but also their very best 
support. 

We heartily endorse this plan, and 
have already started putting it into 
practice. 

S. E. Smiru, 


Vice-President, Swords Electric Co., 


Rockford, Il. 
a 


Morison Opens Fixture 
Showroom 


The Morison Electrical Supply 
Co., Inc., New York, opened a 
lighting fixture showroom at 15 E. 
40th St. The display takes in all 
price classes of fixtures and a dealer 
can select from one showroom low 
priced, medium priced and expensive 
fixtures. Arrangements have also 
been made for the dealer to send his 
customers to make the selection. 
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- Hubhell Recebtacles.. 


....meet the de- 
mands of the 
present and the 
needs of the fut- 
ure.... 


Modernistic Bakelite face with 
slot finding features. 


One piece contact spring with 


+f double screws for extension 
As: = 


In a Hubbell Receptacle you will find the advanced improvements you 
would expect from the inventor of the Convenience Outlet.— A 
moisture-proof base — an artistic design of Bakelite with slot finding 
features — strength and rigidity in the mounting strap — double 
screws which make the receptacle a connecting block for extension 
wiring — deep screw pockets to insure protection and provide space 
for #10 wire to meet the needs of the future for greater carrying 
capacity. Protect your customers with Hubbell quality now and for 
the future. 


HARVEY HUBBELL, INC., BRIDGEPORT, CONN. 


Main Office: Bridgeport, Conn. 
Beston Mass. Harvey Hubbell Co. of Philadelphia, Pa. 
176 Federal St. Canada, Ltd. Fifth St. 
Atlanta, a -21 Labatt Ave., Toronte Philadelphia Bourse 
st. ago, Illinois (Exhibition Dept.) 
18 W. Washington St. San Francisco, Cal. 
City, N. Y. ver, Cole. 390 Fourth St. 
122 East 4 St. 1109 Broadway Garnett Young & Co. 
T. H. Bedfish 











Solid composition moisture-proof) 
base. 
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Hammond sells Hammond 


Once a year the electric clock business takes a violent 
upward jump in its already sensational climb. That’s 
at the Christmas season when thousands of new 
synchronous electric clocks are given for gifts. 


And that’s the best thing in the world for the business 
—because by getting more good electric clocks in use 
it demonstrates as no words can that the Hammond 
way of time-telling obsoletes the spring wound clock. 


Dealers in electrical merchandise have a natural set-up 
for taking advantage of this fortunate situation. And 
Hammond offers dealers beautiful models, popularly 
priced, plus dealer helps that really push sales. Full 
page advertisements in the Saturday Evening Post, 
Collier’s and Time are putting Hammond’s name 
before the public in a way that must also command 


your approval. The Gothic model. A handsome man- 
tel clock with walnut case and spun 


Write us for details. The Hammond Clock Co., 2915 N. ti Seas pd bade es a 
Western Ave., Chicago, Ill. In Canada—The Hammond a oe 
Co. of Canada, Ltd., 245 Carlaw Ave., Toronto, Ont. 


HAMMOND 


ELECTRIC CLOCKS 
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The new Oakwood model. Bakelite 

case in walnut color. Beautifully 

toned dial to harmonize. Height 

634 inches, width at base 5 inches. 
Sells for $8.75. 


Gregory calendar clock. Shows day and 

date. Handsome black bakelite case of 

modern design. Height 61, inches, 

width at base 534 inches. Sells for 
x $12.50. 


sey 








4] 
am 
& Kitchen clocks in a variety of popular colors. Case Y. 
is metal. Convex crystal is sealed to protect dial * 
from dust and isture. Available in blue, green, 


yellow, brown and white. Width 81, 
inches. Dial 5 inches diameter. 


Sells for $9.75. 


f 
- He 











oe 
Or) 
id 
t 2 
4] » o) 
< The new Logan model. Wainut ps Ravenswood Alarm. Has electric 
colored bakelite case. Recessed dial buzzer alarm. In beautifully designed 
in buff tone. Dark brown numerals. case of walnut colored bakelite. Silver 
Second hand is gold finished. Height finish dial 314 inches diameter. Height 
& 434 inches, width 4 inches. Sells for & 7 inches, width at base 5 inches. Sells 
e 7 s 
p $6.75. fr, p for $12.50. Without alarm, $9.75. 
$c 2 ps 
& Y wy ¥ 
BS Acs yrs pe Ye 


ELECTRIC CLOCKS 
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Changes in Personnel 

THe Graypar Electric Co. an- 
nounces the appointment of N. E. 
Olsen as manager of the house at 
Syracuse and of E. E. Martin as 
manager of the office at Rochester, 
ae $ 

EpMuNpD J. BarLanp, formerly 
radio sales manager for the Chicago 
district of the Graybar Electric Co., 
has been given a supply division as- 
signment and has been transferred to 
the Iowa territory, with headquarters 
at Cedar Rapids. Prior to handling 
the radio assignment, Mr. Barland 
was in charge of the scientific equip- 
ment division for the Chicago dis- 
trict and also spent a number of 
years in the telephone division at 
the Western Electric Co. at Haw- 
thorne. 


AccorDING to the news from the 
Graybar Electric Co., Denver, Colo., 
L. A. Johnson, who has been mar- 
chandising manager at Denver for 
the past several months, is moving 
to Salt Lake to act in the capacity of 
branch house supervisor, effective 
March 1. R. F. Downs is taking 
over Mr. Johnson’s work in the Den- 
ver office, in conjunction with his 
power apparatus specialist opera- 
tions. 


Homer Craic, formerly with the 
Electric Supply Co., Tulsa, Okla., is 
now credit man with the General 
Electric Supply Corp., of the same 
city. Marshall Hawkes and Wayne 
Ewing have moved from Dallas with 
the finance department to Oklahoma 
City. 


A RECENT promotion at the Sutton 
Electric Supply Co., Wichita, Kan., 


is that of A. W. Andrews from 
radio salesman to manager of the 
radio department. 


IN CONNECTION with the inaugura- 
tion of its new radio department the 
Dauphin Electrical Supplies Co., 
Harrisburg, Pa., has appointed C. W. 
Ech as manager in charge of a crew 
of six men. 


ANNOUNCEMENT comes from Stern 
& Co., Inc., Hartford, Conn., of the 
appointment of Raymond E. Pulis 
as assistant sales manager in charge 
of the appliance division. F. Gerald 
Macomber will continue to serve in 
the capacity of assistant sales man- 
ager in charge of radio. 


Features of Roberts Empire 
New Building 

The Roberts Empire Electric Co., 
Houston, Tex., has occupied its new 
building almost a year, and each 
month finds the staff more enthusi- 
astic over the conveniences and time- 
saving devices offered in these quar- 
ters. 

This new home was _ formally 
opened April 18, 1930. The firm 
moved April 1 from its former loca- 
tion. The change was made without 
a halt in the company’s service to its 
customers. 

This new steel and concrete build- 
ing was specially planned. The 
building contains approximately 24,- 
000 sq. ft. of floor space. It is two 
stories high—a double driveway 
makes it possible for two trucks at 
a time to back within the building 
up to the unloading dock, which is 
really a continuation of the ground 
floor of the warehouse. The front 
of the building lot being lower than 
the rest, the offices to the front of 
the building and the drive-in chute 
are several feet lower than the ware- 
house. 

The most noticeable feature of the 
two floors of this jobbing house is 
the absence of shelving and stock 
tables—not a shelf or bin is found 
in the entire building. E. P. Edgley, 
credit and sales manager of the Rob- 
erts Empire Electric Co., explains 
“A lot of people told us it couldn’t 
be done, but after operating for a 
month in this building we were more 
sold on the idea of eliminating all 
bins, shelving and tables than ever 
before.” 


Four wheel trucks are used in this 


A View of the Office 


building for moving and _ stacking 
merchandise. A freight elevator 
connecting the two floors is large 
enough to carry loaded hand trucks, 
making it easy to take merchandise 
direct from a motor truck backed up 
at the first floor level, load it on the 
warehouse truck and up the elevator 
to the second floor or vice versa. 

All orders received by this firm 
are routed to promote efficiency in 
distribution. The order is received 
in the office where the order number 
for reference is recorded. It then 
goes to the credit manager for ap- 
proval; then to the edit clerk who 
determines if the merchandise is in 
stock. In the event stock is not on 
hand, the edit clerk determines if it 
is satisfactory with the customer to 
have factory shipment. The edit 
clerk routes orders to the head ship- 
ping clerk, who has same filled by 
one of the shipping clerks. The 
order with merchandise goes to the 
packing department and from there 
it is checked back to the head ship- 
ping clerk for a final checking. 

The Roberts Empire Electric Com- 





of Roberts Empire Electric Co. 
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UL24 


less batteries 
Retail Price - - $2.50 
Dealer Cost - - _1.62 
Your Profit $ .88 

















Uses 4 No. 2 Burgess 
Flashlight Batteries 


1 
Release spring 
lock, remove 
battery holder 















2 
Insert new 
batteries in 
battery holder 


Battery holder 
slides easily 
into position 

—cannot rattle 


Convenient 
switch easy to 
manipulate 
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CONVENIENT 
BATTERY REPLACEMENTS 


Now Makes It Easy To Sell 


ELECTRIC 
HAND LANTERNS 


Your customers want a reliable Electric Hand Lantern. 
Tell them about the Burgess Lantern UL24 that uses 4 
Standard No. 2 Burgess Flashlight Batteries . . . and 
that replacement batteries may be purchased in any 
drug, hardware, electrical or automotive store. The UL24 
Burgess Utility Electric Hand Lantern offers your custom- 
ers a broad range of practical convenience . . . touring 
—camping—fishing—hunting—chores inside and outside 
of the home. Weight, with battery, 31 oz. Height 10% in. 

Burgess also manufactures the OL26 Vapor-Proof 
Lantern for use around oil refineries, or places wherever 
danger exists of leaking, explosive gases. The RL27 Rail- 
road, two-lamp, Lantern meets the requirements 
of railroad men. 

Stock the complete line! 


BURGESS BATTERY COMPANY 
Engineers and Manufacturers of Acoustic and Electric Products 
General Sales Office: CHICAGO 


Kansas City San Francisco Boston Atlanta 
inneapolis Los Angeles 





New York Chicago 


GL25 General Purpose Lantern 


For outdoor use, for watchmen and for use in and around 
industrial plants. Body made of polished heavy panelled 
aluminum with folding rattan heavy handle. Easily oper- 
ated switch. Weather-proof construction. Illuminated 
with Burgess No. 1842 Lantern Battery, which will give 
over 100 hours’ service, with No.26 Mazda Lamp. Weight, 
with battery, 2 Ibs. 6 oz. Height 10}¢ in. 


1842 Metal Shell Lantern Battery 


This new metal shell battery contains four individual seam- 
less drawn zinc cells with soldered connections, and rigid 
bracing with pitch filler assures ability to withstand rough 
use. Slides easily into place. Used on Gl25, OL26 and 
RL27 Lanterns. List each 50c. Dealer each 32)4c. 


Your Profit $1.05 








BURGESS 


eT 


BURGESS 
|] BATTERY 


ist 


fear rTTtLt 


| 
: 
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H. R. Johnson, left, and L. H. Smith 
are a couple of hustlers on inside sales 
and service at the Fox Electric Supply 
Co., Inc., Elgin; 21 





pany employs six salesmen, four of 
them living in Houston, two of them 
being city salesmen. Two other 
salesmen live in their respective ter- 
ritories. This jobbing concern cov- 
ers a trade zone of 250-mile radius 
with the exception of the Texas Rio 
Grand Valley which is covered in 
whole. 
* * * 
Electric Corporation Closes 
Seattle House 

The Electric Corp. announces the 
closing of its branch at Seattle, 
Wash., but will continue to operate its 
houses in Los Angeles, San Francisco 
and Oakland, Calif., and Portland, 
Ore., as heretofore. 


ok * * 


General Electric Announces 
New Purchase 

Effective February 1, The General 
Electric Supply Corp., Bridgeport, 
Conn., took over certain assets of 
the Union Electric Supply Co., Prov- 
idence, R. I., and will operate a dis- 
tributing plant in the premises for- 
merly occupied by this company. This 
operation will be known as the Prov- 
idence division of the New England 
district and will include a branch op- 
eration at New Bedford, Mass. 

* Ok Ok 
E.E.W.A. to Hold Banquet 


The first annual banquet of the 
Eastern Electrical Wholesalers Asso- 
ciation will be held in the Hotel Astor 
on March 26. That the association 
has already obtained recognition is 
evidenced by the fact that three lead- 


ing New York hotels solicited the 
Association for this banquet. 

In January, 1931, a group of inde- 
pendent wholesalers in New Jersey 
applied for admission to the associ- 
ation. The managing director met 
this group and thoroughly explained 
the purposes and methods of the As- 
sociation. As a result 15 New Jersey 
wholesalers joined the association. 
Representation of this group on the 
board of governors will be on a pro- 
rata membership basis, thus entitling 
them at this time to two memberships 
on the board. At least one of their 
board members is obligated to attend 
each regular meeting of the associ- 
ation in New York. 


* * x 


Operating Profitably in a 
Six-Mile Radius 
(Continued from Page 19) 


and supplies, incandescent lamps and 
lighting equipment, indicating that 
there is room for considerable im- 
provement on the other lines. 

The January issue of THE Jos- 
BER’S SALESMAN contained a descrip- 
tion of “A Wholesaler Who Increased 
his Profits by Specialization.” If the 
wholesaler who is the subject of this 
article adopts similar methods of 
specialization he should be able to 
materially build up his existing ac- 
counts through the sale of additional 
merchandise. And this should result 


in a better turnover, higher gross 
profit rate, lower overhead and con- 
sequently greater net profits in 1931. 


x *« * 


We Are Industrial Specialists 
(Continued from Page 13) 


Weatherproof and waterproof 
switches offer the industrial and com- 
mercial jobber opportunity for profit 
as there are countless places where 
it is desirable to light a building or 
yard before entering and most of 
these places are not so equipped at 
present. 

In opening new accounts, or add- 
ing volume to old ones we usually 
feature some improved item that will 
last longer, or operate easier. For 


instance, we have done well with a 
portable lamp having a guard and 
soft rubber handle and socket that 
will not break with ordinary use. 


Safety switches are another main- 
stay with us that give good volume 
and a fair profit. 


In always mentioning some special 
item the salesman, while he may not 
get an order for these, still impresses 
the customer with the fact that he is 
there to present the latest develop- 
ments in electrical supplies. He 
avoids therefore the stigma of being 
classed with the “me too” salesman 
who just drops in to see if there is 
an order waiting for him. 





“Brush your teeth night and morning. 


Consult your dentist twice a year.” 


These apostles of Amos and Andy hold forth at the Middle States Electric 


Co., Chicago. 


They are, reading from left to right: Tom McCool, shipping; 


Ernie Henning, shipping clerk; Ralph Bohn, shipping, and Emil Toman, as- 


sistant purchasing agent. 
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New 





10” OSCILLATING ART FAN—A sen- 


sational improvement in fan design. 
Lustrous silver-like finish. Large volume 
breeze. Concealed and protected oscil- 
lating device. Sells on sight. A.C. $18.95 
—D.C. $20.45 Jist. 





of the same long-lived precision construction that has made 
R & M Fans famous for 33 years. Nationally advertised to 
millions. You’d better write for the new profit-making catalog. | 
Robbins & Myers, Inc., Springfield, Ohio; Brantford, Ont. | 





Left above — 8" OSCILLATING 
MODERNISTIC FAN—For modern 
homes and offices. Rich silvery finish 
looks well anywhere. Concealed and 
protected oscillating mechanism. 
Cools large area. $12.75 /ist. 


Right above—STANDARD FANS— 
All types and sizes, oscillating and 
non-oscillating. A.C. and 


Robbins & Myers, “Inc. 


FANS AND MOTORS 


ELECTFRIC HO 1s TS AN D CRANES | 


H AN D A D 





N 








ra ns 
for new business 








It takes new ideas to catch new business. 





Today’s new ideas in fans are these exclu- 


sive 1931 R & M offerings. Their up-to-the- 





minute styling gives folks a real incentive 





for replacing old-fashioned fans in homes, 





offices, hotels, restaurants. Inside, they are 



















Left below—BIDDY—combi- 
nation electric drink mixer- 
juice extractor. Standard 
$14.95; De Luxe $18.95 /ist. 


Right below—36" and 52" DE 
LUXE CEILING FAN—Re- 
duced headroom for low ceil- 
ings. Rich bronze finish goes 
with new interiors. Reversible 
blades. Graceful modern lines. 
A.C. $41 to $56 ist. 





Left above— KOOLITE— the new 
low-priced combination fan-light- 
ing fixture. $20 /ist. 


Right above— PORTABLE WALL 
FAN—8’ blades, ideal for kitchens. | 
Fits Biddy bracket. $7.50 to $8.50 dist. 
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See for Yourself Why the Ci} 
Offers You Opportu 


Every CHANCE Anchor Rod is equipped 
with either the patented, dropped forged 
Thimbleye, or Twineye as desired, which 
makes “pulling in’ a snap and saves the 
cost of a thimble. It preserves the guy 
strand in its full cylindrical strength, with 
the perfectly shaped Thimble forged right 
into the head, so forged to a perfect 
Thimble Radius that keeps the strand 


from flattening and holds it in its original 
circular form. 











Requires Only 
standard Equipment 


CHANCE HEAVY TELEGRAPH AUGER 


DUMP TRIP SPRING CATCH 


NEVER-CREEP INSTALLING BAR 


NEVER-CREEP MAUL 











THREM@P) 
IN §R. 
INSLA 


The installation 
the most satisf 
tured. Boring “a 
the rod elimin oo 
to the rod you 


‘ r tha 
2. Drive the Rod. a, “ | 
3. Hang on the Plate. Bolted : 
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Every job line operating company is interested 
in Better Construction, and nothing is more es- 
sential to this work than Better Anchoring, which 
means lower cost of line maintenance and longer 
life of the line. 


The old-style “Dead-Man,” when properly in- 
stalled, gave good anchorage, but its installation 
was so often slighted that it failed. The NEVER 
CREEP ANCHOR is actually an improved “Dead- 
Man,” far superior in elements of time saving, 
ease of installation, and greater holding power. 


Last year 300 Million Dollars was spent on Pole 
Line Construction improvement alone. Hence you 
have a picture of the tremendous sales possibili- 
ties awaiting you in pushing NEVER CREEP 
ANCHORS. 


The NEVER CREEP ANCHOR consists of a one- 
piece plate and one-piece rod. The plate locks 
and holds the drop forged rod, equipped with 
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ANCE “Never Creep” Anchor 


for Greater Business 


either the Thimbleye or Twineye. The NEVER 
CREEP is not only extremely simple, but is by 
far the most satisfactory anchor ever devised. 


Note from the illustration how easy NEVER 
CREEP ANCHORS are installed. 


First, simply bore the hole with an earth auger. 
A . Drive the rod. . . Hang on the plate. 
. . Pull the rod outward until the anchor 
is firmly against the upper side of the hole wall. 

Replace the dirt and you have the most 
secured pole anchorage ever devised. 


The PULL, as you can see, is entirely against 
undisturbed earth. The NEVER CREEP is the 
ONLY Anchor that is actually “Bolted Through 
Solid Earth.” 


It is a simple selling story isn’t it? One that is 
easy to present, and one that is sure to offer you 
the opportunity for Greater Business. The mar- 
ket is Rich and Extensive. 






















WHERE YOU CAN LOOK FOR IMMEDIATE ORDERS 





THE RICH ond EXTENSIVE MARKET FOR NEVER CREEP ANCHORS 
























































| _ it : 
GROUP I Group | 
I | 
nt STEAM RAILROADS 
CENTRAL STATIONS 
| , ELECTRIC RAILWAYS 
INDEPENDENT TEL. CO. | 
CONSTRUCTION COMPANIES g 
Getting quick orders for NEVER CREEP | Uy 
ANCHORS is merely a matter of determining 


your local market and planning your calls. MUNICIPAL LIGHT & POWER UNITS Yj tj 


The chart above will help you locate the imme- | 
diate market for NEVER CREEP ANCHORS in MISCELLANEOUS 


your territory. 
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Radio Wholesalers Association, inc. 


Harry Alter, Pres. 


Chicago Chicago 


J. Newcomb Blackman, Vice-Pres. 


New York 








~\ 
The Radio Convention 


HE fifth annual convention of 

the National Federation of Radio 
Associations and the Radio Whole- 
salers Association was held at the 
Hotel Lincoln, Indianapolis, Febru- 
ary 15 to 17, 1931. The meeting 
was attended by over 450 radio men 
from all over the United States. 

The convention lived up to its pre- 
releases as being a “down-to-facts 
and remedies” convention, and there 
can be no doubt but that the asso- 
ciations took aggressive steps to 
remedy existing evils. 

Sunday, following the meetings of 
the distributors of the various lines 
and the board of directors meetings, 
an urgent call was sent to every na- 
tionally known manufacturer, re- 
questing an immediate conference on 
Tuesday afternoon. Nearly 100% 
cooperation was received from this 
request and the following manufac- 
turers or their authorized represen- 
tatives were present at a joint con- 
ference with the board of directors 
of the two associations: Majestic, 
Philco, Atwater-Kent, Brunswick, 
Lyric, Westinghouse, Clarion, Ken- 
nedy, Crosley, Zenith, U. S. R. & T., 
Stromberg-Carlson, Howard, Story 
and Clark and R. C. A. Victor. At 
this meeting the resolutions which 
had been carefully prepared and 
unanimously adopted were presented. 
A splendid response was given to the 
messages. 

The National Federation of Radio 
Associations and the Radio Whole- 
salers Association placed themselves 
definitely on record in the following 
resolutions : 

No. 1. Industry Co-operative Advertis- 
ing Fund 

Whereas, The radio industry has 


Robert Himmel, 


Howard Shartle, Sec. 
Cleveland 


Treas. 


RADIO 


(rics 


SSOCIATION 


Roy Thomas, Vice-Pres. 
Los Angeles 


H. G. Erstrom 
Executive Vice-Pres. 


Fred Wiebe, Vice-Pres. 
St. Louis 


James Aitken, Vice-Pres. 
Toledo 


Chicago 


Peter Sampson 
Chairman of Board 
Chicago 


never, in our opinion, put into oper- 
ation or sponsored, through cooper- 
ative effort, a definite and construc- 
tive program to broaden the market 
for radio receivers; and, 

Whereas, The history of American 
business is replete with examples of 
what has been accomplished through 
cooperative promotional and advertis- 
ing effort by other industries ; and, 

Whereas, We realize that such a 
plan properly conceived and properly 
executed would necessitate the cre- 
ation of a promotional fund of con- 
siderable proportions ; be it therefore 

Resolved, That the N. F. R. A. 
and R. W. A. put themselves on rec- 
ord as being definitely in favor of 
the necessary steps to put the follow- 
ing plant into operation: 

1. We recommend that every man- 
ufacturer of a radio receiver so ad- 
just his list prices so as to provide 
an extra net return per receiver for 
such a promotional fund 

2. That the N. E. L. A. and the 
electric power companies be solicited 
for contributions toward this fund. 

3. That the national chain broad- 
casting companies, whose services to 
advertisers as a whole will be greatly 
enhanced through the millions of lis- 
teners who will be attracted to their 
stations because of the aforemen- 
tioned advertising and because of the 
outstanding character of these pro- 
grams, be solicited for their contrib- 
utions toward this fund either in cash 
or in time on the air. 

4. This promotional fund as re- 
ceived be turned over to a properly 
appointed body decided upon by a 
committee composed of members of 
the directorates of the R. M. A,, 
N. F. R. A. and R. W. A. 

5. That this promotional fund be 
used— 


¢ The information on this and the following pages has been prepared by 


H. G. Erstrom, Executive Vice-President, by Authorization of the Board 


of Directors of the Radio Wholesalers Association on June 5, 1929. 


(a) to inaugurate a regular bi- 
weekly or monthly broadcast pro- 
gram, as revenue will permit, of such 
national interest as to give that great 
mass of the American public that 
does not now own modern radio re- 
ceivers, or receivers of any kind, the 
urge to buy; 

(b) to carry on a consistent adver- 
tising campaign in national maga- 
zines and newspapers to inform the 
public of all programs of national 
interest and of other reasons why 
every American household, office and 
factory should possess at least one 
modern radio receiver. 

(c) to furnish the radio retailer, 
by means of this activity, with a def- 
inite and concrete program which he 
can exploit and use to decided ad- 
vantage in the profitable selling of 
radio receivers. 

No. 2. Contracts, Committments, Price 
Guarantees 

Whereas, The contracts of some 
manufacturers are worded so as to 
protect the manufacturer 100% and 
clauses are so written as to combat 
their own distributor customers in- 
stead of promoting the welfare of 
both parties; and, 

Whereas, Such contracts are in- 
equitable, one-sided and unsound in 
principle and defeat their true pur- 
poses; be it therefore 

Resolved, That set manufacturers, 
in their written contracts, verbal 
agreements, declared policies and 
price guarantees be duly mindful 
that there are two contracting par- 
ties with rights and desires that must 
be recognized so as to be fair to each 
other; be it further 

Resolved, That the R. W. A. 
wishes to go on record as being def- 
initely opposed to the practice of 
some manufacturers demanding def- 
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HUM OUTPUT OF TWO 
LEADING MAKES OF 
SCREEN-GRID TUBES 
Compared to ARCTURUS 
Hum At Normal Filament Potential 
20 Millivolts 


14 Millivolts 
7 Millivolts 


Manufacturer No. 1.. 


Manufacturer No. 2. . 


Arcturss shows 52% less hum than 


























8 average for all other tubes tested. 


1 in \ODOrdTory Tesi 


With the increased sensitivity 
gained by using screen grid tubes 
as detectors, hum must be kept 
at a minimum. 

In a recent laboratory test the 
hum of Arcturus Screen Grid 
Tubes was compared with four 
other leading makes. Results were 
startling. No tube tested showed 
such freedom from hum as Arc- 
turus. Arcturus Screen Grid Tubes 
registered 65% less hum than one 
well-known tube, as indicated in 
the table by manufacturer No. 1; 
50% less hum than another lead- 
ing tube, (manufacturer No. 2). 
The tubes of manufacturer No. 2 
were found to have lower average 


hum than any other makes inves- 
tigated with the exception of 
Arcturus. 

Unique construction features, 
exclusive with Arcturus, explain 
this unusual record. The Arcturus 
Unitary Structure method of 
assembling holds all elements 
rigidly in position; gives extra 
strength as well as improved per- 
formance. 

Thousands of radio dealers have 
profited by Arcturus quality. The 
clear life-like tone of Arcturus 
Tubes, combined with quick 
action, will satisfy your customers, 
too. Write us for attractive job- 
ber plan. 


ARCTURUS 


* The TUBE with the LAFE-LIKE TONE’ 


ARCTURUS RADIO TUBE COMPANY, NEWARK, N. J. 





56 


THE JOBBER’S[J]SALESMAN 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 


inite purchasing quotas from their 


distributors for a period of six 
months to one year. It is our opinion 
that distributors should place esti- 
mates 60 days in advance and firm 
orders 30 days in advance in order to 
give manufacturers an opportunity to 
adjust production schedules. This 
procedure would be beneficial to the 
entire radio industry as it would tend 
to eliminate overproduction which is 
caused to a great extent by produc- 
tion schedules of manufacturers 
which are based on over-optimistic 
estimates of distributors and manu- 
facturers endeavoring. to establish 
quotas over longer periods than 60 
days. Also that any unfilled orders 
automatically cancel themselves with 
the expiration of a given month; be it 

Resolved, That distributors and 
dealers are entitled to a price guar- 
antee protection in their contracts 
because the distributors’ costs are set 
by the manufacturers and are there- 
fore the manufacturers’ responsibil- 
ity. Stocks of distributors and deal- 
ers have been purchased in good 
faith based on the manufacturer’s 
judgment of prices, designs and mar- 
ketability. Therefore, in the event 
that a manufacturer finds it necessary 
to reduce his prices to distributors 
and dealers in order to move the 
merchandise on which his original 
judgment has been at fault, the dis- 
tributors and dealers should be re- 
bated for the difference between the 
new net cost and the old net cost on 
inventories as of the date change is 
effective; be it further 

Resolved, That the R. W. A. rec- 
ognizes the justification of manufac- 
turers requiring that each distributor 
maintain a properly equipped and ef- 
cient service department ; be it further 

Resolved, That when a manufac- 
turer produces a model with funda- 
mental mistakes in circuit or in de- 
sign of component parts that it is his 
responsibility that such merchandise 
be repaired or replaced by the manu- 
facturer without any cost to the dis- 
tributor such as transportation costs 
or repairs or replacements of any 
kind. Also that when such repairs 
are to be made by the distributor or 
dealer, the manufacturer should sup- 
ply his distributors and dealers with 
the necessary parts for such repairs 
on a memorandum basis and that the 
costs of transportation of such re- 
pair parts sent to distributors or 
dealers should be prepaid by the 
manufacturer and that the distrib- 


utor should be reimbursed for the 
labor costs and; be it further 

Resolved, That the manufacturers 
reimburse the distributors for any 
expense that the distributors may 
incur in the correcting of such nor- 
mal defects as may develop in the 
manufacturers’ product during the 
life of the manufacturers’ warrantee ; 
and be it further 

Resolved, That the industry as a 
whole would best be served were all 
manufacturers to adopt and decide 
upon an equitable and standard war- 
rantee; be it further 

Resolved, That when a manufac- 
turer finds himself in the position 
where he considers it necessary to 
liquidate an overstock of certain 
models he will first offer to his au- 
thorized dealers through his distrib- 
utors such merchandise at the same 
prices the manufacturer could other- 
wise obtain in the open market. 

No. 3. Control of Production 

Whereas, In times past, manufac- 
turers of radio have been known to 
produce more units than their mar- 
kets could possibly consume; and, 

Whereas, Such overproduction re- 
sulted in many cases from no fault 
of their established distributors and 
dealers to whom, however, the re- 
sultant liquidation brought substan- 
tial losses; therefore, be it 

Resolved, That this association re- 
quest, urge and demand that radio set 
manufacturers undertake to: 

(a) Exert every precaution in 
market analysis to most conserva- 
tively plan their production program. 

(b) Secure reports from their dis- 
tributors weekly showing inventories 
on hand and sales of units to dealers. 

(c) Eliminate as much as possible 
that element of gamble or luck in cal- 
culating their potential sales. 


No. 4. Pricing and Equipping of Sets 
with Tubes 


We repeat and readopt the resolu- 
tion on pricing and equipping radio 
sets complete with tubes from our 
1930 Convention. 

Be It Resolved, That it is the 
concensus of the members of the 
Radio Wholesalers Association as- 
sembled in Annual Convention at 
Indianapolis, Ind., February 16, 1931, 

That, The best interest of the radio 
retail buyer and the radio trade will 
be best served by the radio set man- 
ufacturer advertising and pricing 
radio sets including the necessary 
tubes for initial equipment; and, be 
it further 


Resolved, That suitable provision 
be made by the radio manufacturer to 
pack such tubes with every set and to 
identify each tube as a part of his 
radio set equipment. 


No. 5. Trade Courtesy Discounts 

Whereas, Many manufacturers and 
wholesalers are giving employees, 
friend, purchasing agents and others 
a trade courtesy discount which is 
abused and very unjustly used damag- 
ing the retail business to great ex- 
tent ; therefore, be it 

Resolved, That this practice be en- 
tirely eliminated or restricted to 
factory employees of their own prod- 
uct only. 


No. 6. Midget Sets 

Whereas, The coming of the mid- 
get set has proved by performance 
and sales that there will perhaps 
always be a demand for a set of its 
price and style, the effect it has had 
upon the reduction of unit sale is 
regretted. It is felt that the dealer 
and jobber cannot profitably advertise 
and service any set with such a small 
gross profit; be it 

Resolved, That the manufacturer 
be asked to strive by improvement or 
additions to raise the unit sale above 
the price at which midget sets are now 
being sold. 

In addition to the above the associ- 
ation also passed resolutions cover- 
ing: newspaper advertising ; coopera- 
tion with newspapers through local 
radio men; a request to the Federal 
Radio Commission that it grant im- 
mediately the applications of leading 
broadcasting stations for maximum 
powers of 50 kilowatts or higher on 
all the 40 cleared channels; the sup- 
port of those radio interests active in 
defeating legislation against sets in 
automobiles and taxes on the sales, 
ownership and use of radio; opposi- 
tion to the bill before Congress 
awarding 15% of the radio wave 
lengths and other radio facilities to 
colleges and educational institutions ; 
the support of radio week. 


New Officers of N.F.R.A. and R.W.A. 

James Aitken of the Aitken Radio 
Co., Toledo, O., was elected president 
of the National Federation of Radio 
Associations for the coming year. 
Louis Buehn, of the Louis Buehn 
Co., Philadelphia, Pa., was elected 
president of the Radio Wholesalers 
Association for the coming year. H. 
G. Erstrom of Chicago will continue 
as executive vice-president of both 
associations. The complete Boards of 
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Directors of both associations are 
as follows: National Federation of 
Radio Associations: Louis Buehn, 
Philadelphia, Pa., vice-president; 
George Gaertner, St. Louis, vice- 
president; David Trilling, Philadel- 
phia, vice-president; Fred Wiebe, 
St. Louis, vice-president; Lawrence 
Lucker, Minneapolis, secretary ; Rob- 
ert Himmel, Chicago, treasurer; J. 
Newcomb Blackman, New York, 
chairman of the board; Harold J. 
Wrape, St. Louis, chairman, advisory 
council; Ray Bechtol, Cleveland; D. 
W. Burke, Detroit ; John S. Dunham, 
New York; Benjamin Gross, New 
York; Ernest Ingold, San Francisco; 
C. C. Matthews, Indianapolis; Louis 
Meir, Cleveland; Chas. T. Naddy, 
Columbus, O.; Max Shore, Chicago; 
French Nestor, Jacksonville, Fla.; 
Gordon Parks, Baltimore; W. H. 
Roth, Milwaukee; Fraser B. Towner, 
Rochester, N. Y.; Eugene Wilder, 
[ndianapolis ; B. S. Wisniewski, Mil- 
waukee, and Edward P. Young, 
Buffalo. 

Radio Wholesalers Association: 
James Aitken, Toledo, vice-president ; 
Fred Wiebe, St. Louis, vice-presi- 


dent; David Trilling, Philadelphia, 
vice-president; H. E. Richardson, 


Chicago, vice-president ; David Gold- 
man, New York, vice-president; A. 
A. Schneiderhahn, Des Moines, vice- 
president ; Howard J. Shartle, Cleve- 
land, secretary ; Robert Himmel, Chi- 
cago, treasurer; Harry Alter, Chi- 
cago, chairman of the board; James 
Ago, Boston; H. Harger Blish, Des 
Moines; D. W. Burke, Detroit; S. 
Goodman, Norfolk, Va.; Ludwig 
Hommel, Pittsburgh; F. W. Horn- 
ung, Salt Lake City, Utah; Ernest 
Ingold, San Francisco; C. H. Marcus, 
louisville, Ky.; E. A. Nicholas, Chi- 
cago; C. C. Matthews, Indianapolis ; 
l'rench Nestor, Jacksonville, Fla.; W. 
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H. Roth, Milwaukee; Francis E., 
Stern, Hartford, Conn.; A. M. Stone, 
Boston, and E. A. Wildermuth, 
Brooklyn, N. Y. 


* © + 


Hyland Takes on 
Westinghouse 

At the fifth annual banquet of the 
Hyland Electrical Supply Co., Chi- 
cago, held Monday, February 9, in 
the Bal-Tabarin room of the Sher- 
man Hotel, Chicago, announcement 
was made that the company had 
been appointed agent-jobber of the 
Westinghouse Electric & Manufac- 
turing Co. This announcement, 
which came as a surprise to the in- 
custry located in the Chicago area, 
was made necessary, according to 
Hyland officials, because of the need 
for expansion of lines and markets. 

M. C. Taradash, president of the 
company, made the following an- 
nouncement: ‘We do not want this 
move of ours to be incorrectly in- 
terpreted. We have built up the 
largest lamp business of any inde- 
pendently-owned wholesaler in the 
country which indicated that in or- 
der to expand in accordance with 
our facilities on lamps as well as on 
other lines we should take the step 
which we have taken. I want to 
emphasize, however, that the new 
arrangements will not affect our ac- 
tivities in our present lines. We 
shall continue to handle and to sell 
the same commodities which we 
have in the past with the exception, 
of course, of lamps.” 

The banquet was voted one of the 
most interesting, instructive, as well 
as the most entertaining affair ever 
given by the company. It was at- 
tended by approximately 350 con- 
tractor-dealers and industrial cus- 
tomers. 





Short talks were made by: N. G. 
Symonds, vice-president of West- 
inghouse, in which he welcomed 
Hyland into the Westinghouse 
group; D. S. Youngholm, assistant 
to the vice-president of the West- 
inghouse Lamp Co., and Marshall 
Adams, also of Westinghouse. The 
new Strobo-Glow tube was demon- 
strated by H. B. Stevens of the 
Westinghouse advertising depart- 
ment. 

M. C. Taradash, president, and 
Sam Rosenthal, vice-president, of 
Hyland, also spoke. Charles Wei- 
censang, vice-president and_ sales 
manager of the Hyland Electrical 
Supply Co., acted as toastmaster, 

* & a 


Missouri River Club Meets in 
April 

Announcement has just been made 
by Riley De Lano, division manager, 
Westinghouse Electric Supply Co., 
St. Louis, and chairman of the Mis- 
souri River Club, that arrangements 
have been completed for the club to 
meet at the Elms Hotel, Excelsior 
Springs, Mo., April 14 and 15. 

This date was decided upon be- 
cause it immediately precedes the 
Public Utilities meeting on April 16 
and 17 at the same hotel, making it 
possible for manufacturers and whole- 
salers to attend both meetings during 
the four-day period. 

Due to the closing of the St. Louis 
house of the Manhattan Electrical 
Supply Co., S. H. Simonsen, resigned 
as secretary of the club and P. L. 
Lessard, manager of Brown & Hall 
Electrical Supply Co., has replaced 
him. An attractive program of ex- 
treme interest to both manufacturers 
and wholesalers has been arranged. 
Those planning on attending the 
meeting should advise Mr. Lessard. 








The Hyland Electric Supply Co. entertains its customers at a banquet 
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New Radio Products, Illustrated 





NEW construction 

principle known as 
the “unitary structure” 
has been applied to the 
design of Arcturus tubes 
; by the research depart- 
Srueoy Nicxex |) ~ fe -, Prare Re-anrovce-\/- ment of the Arcturus 
| Asor Sunmowre | (~ ||" aearallens-d Radio Tube Co., Newark, 
| Areca, Dre-Anca | N. J. It constitutes as- 
& Se 2) sembling the electrodes 
of a vacuum tube as a 
rigid unit in which the 
electrodes are inter-de- 
pendent and cannot move 
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with relation to one an- 
other. The tube shown 
is an example of this 
principle as applied in 
the new Arcturus type 
127 detector and ampli- 
her. 





LECTROLYTIC condensers of 

a new dry type for compara- 
tively high voltage filter work have 
been announced by Aerovox Wire- 
less Corp., Brooklyn, N. Y. The 
condensers have a maximum peak 
voltage of 500 volts D. C. with self- 
healing property that makes them 
proof against momentary high volt- 
age surges. This type of condenser 
has filtering action per microfarad 
equivalent to that of paper con- 
densers but being compact is much 
smaller in equal capacities and volt- 
age ratings. 
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6¢ OLUMAIRE,” a new radio re- 

ceiving set in a slim, vertical 
cabinet, has been developed by the 
Westinghouse Electric & Mfg. Co., 
East Pittsburgh, Pa. The speaker 
grill has been placed vertically so 
that it is directed upward through 
the top of the cabinet. A plug, of 
scientifically designed shape, has 
been located above and within the 
cone of the speaker. This is said 
to eliminate any effect due to ceil- 
ing height. All controls and dials 
are flush mounted on the side of 
the instrument. The circuit is a 
nine-tube, screen-grid superhetero- 
dyne with tone control. 








YPE BME No. six dry 

cell tester has been an- 
nounced by the Roller-Smith 
Co., New York. This prod- 
uct is said to fill the need for 
a satisfactory instrument for 
testing No. six dry cells. 
With the type BME tester 
the current flow is limited to 
about six amperes on a new 
cell and the instrument indi- 
cates whether the condition 
of the battery is good, me- 
dium or bad. The instru- 
ment is built without polarity 
so that no time need be lost 
in reversing connections. The 
terminals are spaced so as to 
fit directly over the terminals 
of a No. six standard cell. 





ODEL 571 output meter, 
brought out by the Weston 
Electrical Instrument Corp., 
Newark, N. J., is a portable instru- 
ment that is especially useful jn 
checking radio sets, sound projec- 
tion equipment and public addréss 
systems during both manufacture 
and servicing. The equipment of 
this model consists of a five range 
copper oxide rectifier type volt- 
meter enclosed in a bakelite case. 
The ranges, 150, 60, 15, 6 and 1.5 
volts, are brought out to two bind- 
ing posts through a dial range-se- 
lector switch which is mounted on 
the front of the instrument. 
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No. 5240 
Sterling Flood-O-Lite 
For exterior Flood Lighting. 
Adjustable for 300 to 1000 Watt 
Type “C’ PS lamps and beam 
spread of 6 to 90 degrees, 
re- 
cal 
: Double Check” 
_ and Double Uhec 
cer 4 
“an E heartily endorse and com- 
er mend very highly the plan _ a 
O° . g Fe. . 
nas No. 253 for “Market Determination and Ra ae ate ie 
we Merling Stipple Reflector Market Development” now being ue Fes ee be aes 
al For efficient illumination in ° . + os low type or Island Windows. 
eil- Show Windows. Uses 100, 150 sponsored by this publication Uses 100 Watt Type “A” Inside 
ials and 200 Watt Mazda “C” Lamps. THE JOBBER’S SALESMAN. Frosted Lamps, 
of : i 
3 a THE benefits to be derived from 
ill such a plan will, we _ believe, 
— prove of great value to jobbers No. 239 
and their salesmen, and will at Sterling Cove Reflector 
° F lighti d oth 
the same time promote the best special installations. Uses. 100 
e ° ° Wat “A” Inside Frosted 
interests of the entire Electrical co = 
industry. 
Reflector & Illuminating Co. 
Manufacturers & Engineers 
1411 Jackson Blvd., Chicago,U.S.A. 
REPRESENTATIVES IN ALL PRINCIPAL CITIES 
eter, 
ston 
rD., 
stru- 
1] jn 
ojec- 
dréss 
cture 
nt of 
‘ange 
eal No. 3022 
d 1.5 Sterling Flood-O-Lite Jr. 
ind- For interior flood and spot 
bind lighting. Equipped with Ster- 
ye-Se- ling Reflector, Furnished com- 
od on plete. 
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Made by BMERSON 


Listing at 


$60 


The NEW 


FINISHED 
in beige (Gray 
Ivory). The out- 
standing price leader 
for 1931. 
your dealers know 


Be sure 


about this new Em- 
erson product. 


Guaranteed One Year 


8-inch Induction Fan 
Non-oscillator 


THE EMERSON ELECTRIC MEG. CO., 
2018 Washington Ave., Saint Louis, Mo. 
806 W. Washington Blvd., Chicago, Iil. 
155 Sixth Avenue, New York City 


Made by the makers of 


EMERSON FANS 


"the lo} -Year Guarantee 


40th 


Anniversary 
Year 


the 





Missouri Electric Issues 
Buyers’ Guide 


The Missouri Valley Electric Co., 
Kansas City, Mo., has issued a 
“Wholesale Buyers’ Guide” in order 
to simplify purchasing on the part of 
its customers. The bulletin is ar- 
ranged in small sections of different 
colors with the various lines so given 
that any article may be easily found. 
An innovation is the “Bargain Coun- 
ter” on the back cover. 


* * * 


A Set Up of Merchandising 
Specialists 
(Continued from Page 9) 


Whenever he has the opportunit) 
he “holds school” among Listen. 
walter & Gough salesmen. Here, 
therefore, is an appliance specialist 
who is in the main a teacher, an edu- 
cator, and being constantly at it his 
work is bringing most substantial 
results. 


The procedure followed by F. C 
Doyle in the field of major appli- 
ances is much the same, in fact it 
is in line with the Listenwalter & 
Gough system of training specialists, 
whose success is believed to lie in 
their ability to train others, both 
dealers and sales people. Their be- 
lief is that the big element of ex- 
pense in any sales organization is 
the loss of a salesman’s,time in find- 
ing a place in which to practice his 
talents. Since the specialist is a high 
power individual, he should, there- 
fore, be permitted to use all his time 
in practicing his salesmanship, 
whether in work directly expended 
in getting the order or in the line 
of educational work which will even- 
tually result in orders. 


The regular jobber salesman on 
the other hand is successful in so far 
as he knows intimately, through fre- 
quent personal contact, the dealers 
in his restricted territory. It is there- 
fore up to the regular salesman, 
through his acquaintance, to get the 
leads, the opportunities for the spe- 
cialist to utilize his talents without 
lost motion. 


Aside from doing much group 
educational work, Doyle has dove 
some very effective work with hari- 
ware stores in promoting the sa'e 
of electric ranges. This class oi 
dealers had been opposed to selling 
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Motor Driven Brush Cleaner 
with super-suction and free- 
dom from repair risks. 


39° 


Retat 


Carrier handle with 10 piece 

accessories for _ sanitizing, 

deodorizing, moth repelling, 
and auto cleaning. 


+g°° 


Retail 





CLEMENTS 








CLEANERS BACKED BY 20 YEARS MANUFACTURING EXPERIENCE 


There is no Substitute 


tor Cleaning 
There is no Superior 


© (ements 


EPRESSIONS may come and depressions may go, 
D but cleaning goes on forever. The family may 
dine out; the washing and ironing may go out to 

the laundry; but the cleaning must be done at home. 
Hence the universal constant market for vacuum cleaners. 


The ordinary single service cleaner is now a thing of the 
past. The demand is now for a sanitizing system which 
performs a multiplicity of services—air cleaning, deodor- 
izing, moth repelling, and auto cleaning. In all of these 
the Clements is superior, judged from any standpoint. At 
$47.50 it represents a new and unheard of value offered 
by a manufacturer who has built his reputation on twenty 
years of quality merchandise. 


Now is the time to go after the vacuum cleaner business 
with a complete sanitizing unit of proven value offered at 
an attractively low price. 


Write us today for the Clements selling plan and learn 
how we really help your dealers to make sales. 


CLEMENTS MFG. CO. 


Chicago, Ill. 


6654 So. Narragansett Ave. 
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KESCENT 


WIRE 2xd¢ CAIBILIE 


in New York buildings such as 
these give concrete evidence of 
the worth of 42 years experience 
in the manufacture of high grade 
wire and cable. Such installa- 
tions are not hastily decided upon, but reflect 
the mature judgment of MEN WHO KNOW 
WIRE. 
The jobber’s salesman handling Crescent 
Wire benefits by the prestige of installations 
such as this. 


PRODUCTS 


“Crescent” Na- 
tional Electric 
Code Rubber 
Covered Wire and 
Cable. 

Intermediate Grade 
Rubber Covered 





Wire and Cable. 
“Imperial” 30% 
Rubber Covered 
Wire and Cable. 
“Crescent” Lead 
Encased Wire 
and Cable. 
“Crescent’’ A. B.C. 
Armored Bushed 
Cable. 
“Crescent” Lead 
Covered Armored 
Cable. 
“Crescent”? Flexible 
Metallic Conduit. 
“Crescent” Var- 
nished Cambric 
Cable, Lead En- 
cased or Braided. 
“Cresflex’’ Non- 
metallic Sheathed 
Cable. 
All kinds of special 
wires and cables. 











Carlisle Hotel—Madison Avenue between 


76th-77th Streets, New 
Architect: Bien & Prince 
Engineer: Fred Latzer 


York 


AD YEARS of 


knowing how in every 





133 East 80th Street, New York 
Architect: Rosario Candela 
Engineer: C. E. Smith 
Builder: Calvin Morris Corp. 


RESCEN 


Insulated Wire and lable Co. 


CRESCENT ARMORED WIRE CO. 
TRENTON N.J. 


CRESCENT product 








electric ranges, under an impression 
that central station tactics would not 
permit them to attain any great vol 
ume. But Doyle got electric ranges 
on their floors and put enough con- 
fidence into these dealers so that they 
are going out in many instances and 
doing a creditable job of merchan 
dising, finding out, incidentally, that 
the bugbear of central station com- 
petition is not so bad as they had 
thought when they got down to an 
honest effort to sell. 

Sometimes Mr. Doyle will go to 
the prospective buyer of a major ap- 
pliance, but never alone. He must 
be accompanied by a salesman of the 
dealer. In this way he accomplishes 
two things; does some good as far 
as closing the sale is concerned and 
also has the opportunity to educate 
that particular salesman of the dealer 
in the talking points and arguments 
bearing on the appliance. 

C. O. Gaffney gives the same con 
scientious effort in his line. He spe- 
cializes particularly in Royal cleaners 
in the city of Los Angeles, and the 
Block washer. There is every indi- 
cation that in this territory, in fact 
throughout the state, the washing 
machine and vacuum cleaner busi- 
ness is undergoing a change. The 
wahing machine has reached a stage 
where the specialized, house to house 
organization is becoming ineffective. 
There are few or no direct selling 
crews now out in many places. Ab- 
normal, premature sales are, there- 
fore, going out of fashion and sales 
now are the natural result of a nat- 
ural need. This situation makes it 
now evident that the washer business 
is coming back to the jobber and 
dealer. Many of the machines put 
out years ago under the high pres- 
sure methods are now due for re- 
placement. The month by month 
sales may not be spectacular but they 
will be steady and on the increase. 

The dealer will now find it to his 
advantage to have a number of men 
on the outside, selling. But he should 
be careful to have no more than he 
can control, and make them work 
along lines that will not hurt his rep- 
utation as a dealer. 

These things the L. & G. specialist 
is constantly emphasizing, and in 
every way possible he is seeking to 
bring the dealers in his territory to 
a realization of the great opportunity 
that now presents itself to them. The 
dealer is also instructed in the matter 
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H&A Wr anopy 
7 Pull Switch 


for ype C Lamps 


RATING: 6 AMPS. 125 VOLTS; 3 AMPS 250 VOLTS 




















TP > | WIRED WITHOUT REMOVING MECHANISM 








( Switch illustrated with fibre cover removed.) 


For your customers:—ease and economy in 
wiring. Just slip off the fibre disc, attach the wires 


The Smallest and replace the disc, bending down the tabs. 

. Most Compact Made of lustrous brown BAKELITE instead of metal. 
: Canopy Switch Possibility of shorting is eliminated. The current- 
‘ on the Market carrying parts are enclosed in a BAKELITE compartment 


separated and insulated from all other metal parts. 


Compactness of this switch makes installation possible 
in the smallest units; the hexagonal shape makes it applic - 
able to shallow, modernistic canopies. 


Approved by Underwriters Laboratories for 6 Am- 
peres, 125 Volts; 3 Amperes, 250 Volts. Here are the 


numbers to offer: 








Cat. No. | List Price * DESCRIPTION x 


7743 | $1.50 | 7 inch chain, 14” stem 
7744 | 1.50 | 7 inch chain, 24” stem 
7745 | 1.50 | Short chain, 4 ft. cord, 14” stem 
7746 | 1.50 | Short chain, 4 ft. cord, 24” stem 


Standard package 100, Carton 10. 


: | HART & HEGEMAN DIVISION 


e THE ARROW-HART & HEGEMAN ELECTRIC CO. 
HARTFORD, CONN. MAKERS OF ELECTRIC SWITCHES SINCE 1890 
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ALLCASE 
IGHTING 





No. 96 


No. 96 Single unwired unit for standard lamps to 60 
watt. Length 9”; height—3!/g”; width—414,”. Stand- 
ard finish aluminum spray. 





No. 121 


No. 121 Single unwired unit for standard lamps to 
100 watt. Length 12”; height—4!/4,”; width—5!/”. 
Standard finish aluminum soray. 


pAY-BRite 


Reflectors for 
Showcases Show Windows 
Stores Schools Banks 
Theatres Art Galleries 


Interior Electric Signs 


This attractive counter card will 
help interest contractor customers 
in better display lighting. 





V2 Dn 
REFLECTOR |§7A . | E COMPANY 
3825 Laclede Ave.- Saint Louis 














of trade-ins. They are necessary in 
connection with the washing machine 
business. But the repossessed ma- 
chine must not be looked upon as 
nearly valueless. Most of them have 
several years of wear left. These, by 
a definite campaigning, should be 
placed with people who are not now 
able to buy a new machine. Sell the 
old ones to them at some profit and 
then systematically keep in touch 
with the buyer so that the sale of a 
new machine may be consummated 
as soon as the used-machine customer 
is ready to buy; this is what L. & G 
specialists are urging and is one of 
the things that will build steady sub- 
stantial growth over a period of time. 


Listenwalter & Gough specialists 
and the regular salesmen appear to 
work together with unusual _har- 
mony, and on the basis that each is 
out to utilize the services and expe- 
rience of the other to the utmost. 
The result has been the building up 
of a really remarkable business. 


* * x 


What is Your Profitable 
Territory? 


(Continued from Page 15) 


to travel these territories at a loss, 
neither could he see why it was 
good business for these old customers 
they could get better service from 
sources of supply located nearer to 
them. These facts were frankly stated 
to those customers whose business had 
been taken at a loss and, practically 
without exception, they agreed that 
it was to their mutual interest to close 
their accounts with this house. It 
certainly must have taken courage for 
this jobber to deliberately turn away 
customers who had been on his books 
for years and to abandon almost one- 
third of his territory. But it proved 
a most profitable step for, although 
his sales volume naturally fell off, 
there resulted a substantial increase 
in his net profits. And, after all, net 
profit is what all business organiza- 
tions are primarily striving for. 


THE JoBBer’s SALESMAN has just 
prepared a series of Electrical Dis- 
tribution Maps after a careful study 
of data secured from the United 
States Department of Commerce and 
a number of other reliable sources. 
The first map shows the 25 logi- 
cal sales districts in the United 

































March, 1981 THE JOBBER’SM)SALESMAN 65 


FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN 





IN THE INDUSTRY. 





Strong Features ofa 
New BRYANT Top Wired 


“Templus* Duplex Flush Receptacle 


1, Body is of Bryant Brown “Templus.” 
When taking orders, spe- ; ; 
cify “No. 4812;” with Plas- 9 Completely enclosed moisture-proof solid “Templus” 
ter Ears, “No. 4812PE.” back. 


0022. Heted ea Pane ony Semi-flexible type of yoke facilitates adjustment in the 


Catalog No. 30. List Prices "box without sacrificing rigidity after the installation has 


and carton and standard been made. 


package quantities are the 
same as for No. 9022. 


_ Top wiring terminals, with two binding screws on each 
“side, make of this device a connecting block as well as 
a receptacle. 


5. Return bend bronze brushes assure positive contact for 
either parallel or tandem blades. 


6.“Templus” shoulders protect the screws and hold the 
wires in place. 





7. Can be furnished either with or without plaster ears. 


No. 4810 


Single Top Wired 


“Templus” Flush Receptacle IAN 
\ WIRING DEVICES 

This is the running mate of No. 4812, es 

and supersedes Neo. 9020, listed on Page SS 


53, Catalog Ne. 30. List Prices and car- 
ths cane Orton Be’ Sa Won Sumees SUPERIOR WIRING DEVICES 
with Plaster Ears, specify ‘“‘No. 4810PE.” 

Manufactured by 
JS-331 THE BRYANT ELECTRIC COMPANY, BRIDGEPORT, CONN. 
MANUFACTURERS OF “SUPERIOR WIRING DEVICES” SINCE I888-MANUFACTURERS OF HEMCO PRODUCTS 


BOSTON + CHICAGO - NEWYORK -: PHILADELPHIA - SAN FRANCISCO 


140 Federal Street 844 West Adams Street 60 East 42nd Street 1333 Chestnut Street 149 New Montgomery Street 











66 THE JOBBER’SPAJSALESMAN 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 








Isn't 1t Plain..... 


That a line that has gained such widespread approval as that 
enjoyed by “Better Wiring Materials” must offer certain def- 
inite advantages. Surely such an enviable position and repu- 
tation must have been earned. “Better Wiring Materials” 
stand at the top because they have “made good.” 





The enormous amount of re-wiring 
necessary for “adequacy” makes 

cl Sagat ; “Red Seal’ Products. 
roughing-in-materials a very im- 

. . . XDUCT and ELECTRODUCT 

portant line in 1931. Will you Rigid Conduit 
get your share of the enormous ‘*Red Seal’? ABC ARMORED BUSHED 
br ; he > CABLE 
adequate wiring market? We (Licensee Pat. 1687013) 
are co-operating with our cus’ “Red Seal’ Flexible Metallic Conduit 


tomers by talking “adequacy” in —— non-metallic flexible con- 
a uit 

our advertising to contractors (Licensee Pats. 1111806-1635829) 
(your customers). Why not reap a, (Cee. anne 
the benefits of this co-operation— ee Se eerie: 
handle “Better Wiring Materials BOXES and FITTINGS 

and make 1931 a highly profitable All *‘Better Wiring Materials" 


year. 











American Circular Loom 
Company, Inc. 


233 Broadway Aw fy New York, N. Y. 


Offices in Principal Cities 
OR RENEE RE CNEL ea aT 








E. C. Birge, left, city salesman, and 
E. D. Knight, vice-president of the Vir- 
ginian Electric Co., Charleston, W. Va., 
were just having a conference with W. 


| C. Garcellon, local representative of the 


Edison Lamp Works, when they were 


| persuaded that some fresh air would do 
| them no harm. 





| States and is designed to assist elec- 
_ trical manufacturers in determining 


the territories to be covered by their 
district sales offices. The second 


| map shows the 51 major wholesale 


trading areas in the country and the 
boundaries of each. It also shows 
how these major trading areas are 
comprised of several minor areas 
where we find local or neighborhood 
| jobbers. Northern Ohio, for exam- 
| ple, is a major wholesale trading area 
| with Cleveland as its center. Akron 
| represents a minor trading area in 
| this district. The third of these 
| Electrical Distribution Maps, which 
| is now in preparation, will show all 
cities where there are electrical 
| wholesalers together with the number 
_of both chain and independent houses 
| in each city. 
| This is the first time, we believe, 
| that information of this sort has been 
made available to the entire industry. 
These maps will soon be supple- 
mented by statistics on each trading 
area which should assist both manu- 
facturers and wholesalers in de- 
termining upon a reasonable sales 
quota for each territory. And these 
maps will also enable the individual 
wholesaler to check the territory he 
as now covering against the bound- 
aries given on the second map of the 
series which shows wholesale trading 
areas. 

In making such a check the whole- 
saler must first decide whether he 
should cover only a minor area or 








whether he can profitably cover an 











\y we 


eee ' ‘> =—_— 
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P&S ALABAX 














Syracuse Memorial Hospital 
Syracuse, N. Y. 


Equipped with over 900 P&S ALABAX Porcelain Lighting Units. 
P&S Switches, Plates and Convenience Outlets were also used throughout. 


The items chosen for this ALABAX installation were:— 





P&S AL-2864 P&S AL-951 P&S AL-2011 P&S AL-923 








P&S AL-2671-E 


P&S ALABAX is now more profitable than ever for both Jobber and Jobber's Salesman. 
The new designs being released this month increase the value in handling P&S ALABAX Porce- 
lain Lighting Units. 


QUALITY IN EVERY DETAIL 
Manufactured By 


PASS & SEYMOUR, INC. 
Division J 


SOLVAY STATION SYRACUSE, N. Y. 
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entire major area. A number of 


factors will influence his decision 
such as available capital, lines han- 
dled, and type of trade on whom he 
called. 


* * Xx 


SAFETY SWITCHES @& 2 
. J. Aaron 


(Continued from Page 20) 


SKY HIGH QU ALITY and down the Coast, came to him 





with a proposition. This was nothing 
less than to buy an interest in the 
Fobes Supply Co. house in Seattle 
and become its manager. The prop- 
osition came out of a clear sky, in 
October, and he was from then until 
February making up his mind to 
leave the Western, with Eddie Rock- 
afellow, Gerard Swope, Harry Kirk- 
land and others pulling him the other 
way. Finally, however, the step was 
taken and no doubt was for the best. 
While the Fobes company in Seattle 
was then relatively a small house and 
somewhat demoralized, the oppor- 
tunity was none the less there, and 
he has taken advantage of that op- 
portunity in-every way. 

Mr. Aaron can be proud of his 
achievement in Seattle, where the 
Fobes Supply, now a division of the 
Western Electric Supply Co., stands 
not only as one of the largest elec- 
trical supply houses in the Northwest 
but as one measuring up in all ways 
to its responsibilities, not only as a 
source of supply to its adjacent ter- 
ritory but also doing its duty by cov- 
ering the Alaska territory by direct 
representation and thereby assisting 
in its development. And with him 


a - 
* er eek AY Ly 





IRVING TRUST COMPANY, Broadway & Wall Street, New York; Voorhees, 
Gmelin & Walker, Architects; Meyer Strong & Jones, Engineers; J. Livingston 
& Company, Electrical Installation 


Murray Metering Equipment Consisting of Meter Pans—Test Blocks—Trans- 
former Cabinets—Troughs and Special Cabinets installed throughout 


METROPOLITAN [ee | 
D EVICE G) RPORATION pier oral, On, Wi, 


ling firm, the August H. M Co. 
SO tn the tice we are HE Gaal 
BROOKLYN - NEW YORK | Seehioceatae™ ™ 
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You’re Safe With This True, Correct 


UPERIOR TIME LAG 





Originated and Pioneered by TRICO for 13 years 
1000, 





Most all machinery and equipment 
has a 50% overload safety factor for 
short durations; therefore, fuses 
should not blow instantly within this 
safety period. 


This safety period can be retarded by 
the practice of doubling up fuse links 
or over-done Time Lag, but either 
method lowers the protection value 
of the fuse and may result in costly 
damage to equipment and destruction 
of fuse casings. 

The SUPERIOR TIME LAG in TRICO 
Fuses is so accurately determined 
that it will safely hold this overload 
long enough to prevent unnecessary 
shutdowns or damage to equipment. 
TRICO fuses are so flexible in design 


OVvERioas 


that they will blow promptly on over- 
loads above this safety point. 


The powder packing around the fusi- 
ble strip in the renewal element in 
TRICO Renewable Fuses not only 
assures a TRUE, natural Time Lag, 
but its cooling qualities, together with 
the heat-reducing copper-to-copper 
contacts, creates another money- 
saving factor—REDUCED WATT 
LOSS. 


The superiority of TRICO TIME LAG 
and REDUCED WATT LOSS is not a 


mere claim. They’re “time-tested.” 


And They Cost No More 
Than Other Renewable Fuses 


TRICO FUSE MFG. CO., 1004 McKinley Ave., Milwaukee, Wis. 


RENEWABLE FUSES FUSE PULLERS 


Built-in Money-Saving Factors. 





Fundamentally Correct. OR tok rot horn fibre. 4 sizes. ] 


For safe pulling of Fuses. Genuine 


“Powder- 





| 


CLAMP FOR FUSE CLIPS 








and Fuses. Sizes to fit all Clips. C ‘ 
Ns ts \ 


COLORTOP PLUG FUSES |NON-RENEWABLE FUSES 
Reduces Resistance, Preserves Clips | Tells instantly the capacity of a Fuse 
by its colors. 6 distinct ver 


_ti 









© Built for service, not 
%  . down to‘a price. 








Sy 
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New tems 


Above — Quad 
Reflector with 
Horizontal 
Keyless Weath- 
erproof Socket 
Fitting. 


Left — Q-D 
Mogul Socket 
Fitting Hori- 
zontal Type. 
Also obtainable 
in Vertical 
Type. 








Special Dome Reflector with Q-D Socket 
Fitting, 


The new “Quad” Catalog is effec- 
tively serving leading electrical jobbers 
and contractors as a source-book for 
illuminating data as well as for buying 
information on the “Quad” line of 
Reflectors, Fittings, Lighting Units, 
etc. 


Among the new popular and practi- 
cal specialties described and illustrated 
in this catalog is the Mogul Socket 
for Q-D Reflectors available in two 
types: Horizontal (illustrated) and 
Vertical. 


Refer to our catalog in your files or 
request a supply on your business 
stationery. 


QUADRANGLE MANUFACTURING CO. 


96 S. Peoria Street 


Chicago, Illinois 








You are fully 
protected by a 
strict jobber 


Hemingray Glass 
Insulators. 
Steady and profit- 
able year ‘round 
repeat business 
for you. 





H 














sales efforts on be 


THEY STAND 
THE TEST! 


EMINGRAY Glass Insu- 

lators combine high 
quality and a record of long 
and satisfactory service. . . . 
No wonder they continue to 
“best sellers” 
and their salesmen. 
ingray Glass Insulators are 
recognized as standard equip- 
ment by your contractors. 


HEMINGRAY GLASS COMPANY 
MUNCIE 


for jobbers 
Hem- 


INDIANA 





HEMINGRAY 


GLASS 


INSULATORS 





now, under the Westinghouse re 
gime, are practically all the reall; 
worthwhile original employees— 
J. R. Wells, Frank Parrish, Bil! 
Bailey and Miss E. F. Huntley. 
P. J. came out to the Pacific Coas: 
a confirmed old bachelor. He wa: 
never going to get married, some- 
thing which has often been said be- 
fore. But Western Washington, with 
its balmy breezes, its almost tropical 
jungles, its wealth of bloom, and the 
sweet scents of the flowers gets ’em, 
and in 1908 he became romantic to 
a high degree and was married to 
Miss Helen Ahnefeldt. They have 
two children, though you can hardly 
call them children, Phil, Jr. is 19, 
six feet, three and weighs 185 
pounds. He is trying for the Uni 
versity of Washington freshman 
crew. The daughter Jean, 21 years 
old, graduates this year from the 
University of Washington, having 
spent three years at Wellesley. 


Some years ago he bought some 
property in what is now Broadmoor. 
This is a combined golf course and 
residential section owned by a com- 
paratively small group and within 11 
minutes of the downtown section. He 
was one of the first to build there, 
and laid out grounds to meet the re- 
quirements of his almost insatiate 
love for flowers and the growing of 
them. His gardens constitute a show 
place. For years he specialized in 
Dahlias, took many prizes at shows, 
and at one time took the Northwest 
sweepstakes for Dahlia growing. The 
“Dahlia”, says Aaron, “is distinctly a 
man’s flower, There are no flowers 
on earth like them for they seem to 
respond like things alive to the care 
of those who love them.” 


One phase of the life story of the 
“Chief” that should not be omitted, 
as it is one of the real reasons for 
his success, is the Human Element. 
Every employee is in love with him, 
he is vitally interested in their wel- 
fare. No matter what their troubles 
may be—financial, family, business 
or what not—they go first to him. 
His kind fatherly advice, seasoned 
with just enough of the stern, posi- 
tive reasoning that brings facts to 
the surface, and the ability to make 
them realize their own faults, and 
then offer constructive help, have put 
him in the position where “Every 
employee will go the limit for the 
Boss”. This is why his company is 
known as the “Happy Family.” 
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qT The First and only 
A OSE ALL ELECTRIC WESTMINSTER 
CHIME CLOCK without clutch, 
retaining spring or electric 


Rumor S ee 
ATE Tr UE 


ERHAPS you did not believe those rumors that went 

the rounds before this New Wonder clock was an- 
nounced. Some jobbers did, and placed orders that took up 
two months’ production. 

Now the facts are known, the public as well as the trade, 
have been informed through national magazine and radio 
advertising. Dealers report brisk business. Repeat orders 
bear out their reports. And why not? The first and only 
all-electric Westminster Chime clock without clutch, retain- 
ing spring or electric contacts. 

Cabinets and fitments that set a new high level in electric 
clock design. 

A price lower than that of many a silent clock. And be- 
hind all this stands the guarantee of a company famous for 
more than a century for clock craftsmanship and value. 
The best known name in clockdom. 

The new Sessions all-electric Westminster Chime clocks 
combine the permanent time-telling precision of the sealed- 
in-oil synchronous motor type, with the newly patented, 
greatly simplified Sessions Chiming and striking mechanism, 
operated by a separate induction motor powered through 
the same cord and plug. It chimes each quarter hour..... 
the age-old melody of Westminster, popularized through 
years of nation-wide Sessions radio broadcasting. 

Sessions all-electric chime clocks were not designed for price-sell- 
ing. But what a value! What a leader for your clock department! 
What a wake-up item to give new life to your business! Built 
deliberately to cut after-sale servicing. A clock that is easy to sell. 

Only once in a decade comes a chance like this. A wide-open 
opportunity to put your clock department on its toes. A 
new exciting product with a nation-wide appeal to the 
public backed by national magazine and radio advertising. 
A price that opens even tightly closed minds and pocket- 

books. 
Jobbers and retailers all over the country are placing 
repeat orders. If you are not already stocked, write us 
5 today. The Sessions Clock Co. of Forestville, Conn. 





One of the smartly styled Sessions all-electric 
- chime clocks. Genuine hand-rubbed Mahog- 
any case with burled panels. Design proved 
to popular preference. Sturdy sealed-in-oil 
synchronous motor. No chime springs. No 
1 clutch. Chimes motorized. Simple and 
t trouble-free. Retails for $35. 


(Advertisement) 
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Editors on WHEELS 


—are making your 
business paper! 


He’s out—but he’s not at the country club. His 
chair is empty this afternoon — but it won’t be to- 
night. He’ll be back from the front with important 
news for you and your business. 


For today your business paper is edited on wheels. 


Is there a hint of a new process, a new method, a 
new machine that may cut costs for a whole industry? 
Your editor is there by the shortest, swiftest route. 


Is there a rumor of impending price changes—of 
a merger that may affect competition—a tariff that 
may affect exports? Your editor is on the ground, 
looking at emergencies through your eyes, getting 
the facts for you. 


Is there news of a selling plan, a packaging idea, a 

distribution scheme that moves goods quickly? He 

GNA y fo is there, to appraise its value to you, to bring you the 
story of just what happened. 


THIS SYMBOL identifies an : : x " 
MP uae . . i teemnliater No wonder your editor is not at his desk. He 1s 


——- wenn a riding the rails, flying the airlines, touring the roads— 
ation; straig orwar ‘ 

business methods, and edi- a reporter at the front, an editor on the way home. 
paths ong“ And he is doing it all for you. His reports, digested 
reader interest... These are . z 

the factors that make a val- for you, written for you, published for you—are 


bl ising medium. ; 
ee yours in the pages of your business paper. 


4 4 4 


THE JOBBER’S SALESMAN IS A MEMBER OF 
THE ASSOCIATED BUSINESS PAPERS, INC. 


TWO-NINETY-FIVE MADISON AVENUE - NEW YORK CITY 
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a 


WHAT and WHERE 
to SELL 


[8 this section 1s contained 
a “Ready Reference” guide 
to the resale, contracting, in- 
dustrial, and commercial mar- 
kets. The information given 
should be considered in. the 
light of a “Daily Reminder” 
to all jobbers’ salesmen of 
“What and Where to Sell.” 


Salesmen are invited to make any suggestions which will improve this section as a selling tool 
for them. Such criticism would also be appreciated from executives and sales managers of both 
wholesale and manufacturing concerns. 
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The Resale Market 


The numbers below indicate the actual outlets by their ratings: 
(1) excellent; (2) very good; (3) good; (4) fair. 


Al 





LASSIFICATION 
OF 
ELECTRICAL 
MERCHANDISE 


STORES 
DRUG STORES 
FURNITURE STORES 
GIFT SHOPS 
JEWELRY STORES 
LAMPS AND SHADES 

PLUMBING AND 
REFRIGERATION 

SPORTING GOODS 
TOY SHOPS 

VARIETY STORES 


WN) | HARDWARE 
OFFICE SUPPLIES 


~] AUTOMOBILE 
BATTERY SHOPS 
CIGAR STORES 


G 


H 
BATTERIES 


BROODERS 
CHRISTMAS 
TREE 


Gs IN] CENTRAL STATI 


G 
Ry 
Gs 
iT 
Ww 


ay 
Ss 
N 


CHURNS 

CIGAR LIGHTERS 
CLOCKS 
CLOTHES DRIERS 
COOKERS 
CORDS 

CORD SETS 
CORN POPPERS 
CURLING IRONS 
DIMMER SOCKETS 
DISHWASHERS 
DOUGHNUT MOLDS 
EGG COOKERS 
EGG TESTERS 
EXERCISERS 
FANS 


FLASH LIGHTS ge Eg 
REPLACE LOGS 
H 


| RV IAS INIA SJ SIN IN TO 
~ WAS PRETNINT ATS DS INISN 
Gy |G | Gs} @ | GQ] @] Ww 

GW Gs ]Ry JAI Jas 1Gy | 1% lp 


NIN TS INN 


FLOOR POLISHERS 
ACTORS 

FUSES 

GRItODLES 

GRILLS 

HAIR CLIPPERS 

HAIR ORYERS 

HEATERS, INSERT WALL 

HEATERS, PORTABLE 

HEATERS, WATER 

HEATER UNITS 

HEATING PADS 

HOT PLATES 

HUMIDIFIERS 

ICE CREAM FREEZERS 

INCUBATORS 

INSECT 

INSECTICIDE SPRAYERS 

IRONS 

IRONERS 


WS] NIN TO IA Jaa JX IS 


~ IG 


~IN NIN IAQ 
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The Resale Market 


The numbers below indicate the actual outlets by their ratings: 
(1) excellent; (2) very good; (3) good; (4) fair. 








RETAILER 





TYPE 
CLASSIFICATION 


OF 
ELECTRICAL 
MERCHANDISE 


FURNITURE STORES] 9 
HEATING 
RADIO AND 
DEALERS 
SPORTING GOODS 


FARM IMPLEMENTS 
AND MACHINERY 
GENERAL 


WI GARAGES AND 
FILLING STATIONS 


AUTOMOBILE 
ACCESSORIES 
™|BATTERY SHOOS 
CIGAR STORES 
DRUG STORES 
MERCHAN DISE 
GIFT SHOPS 
FURNISHINGS 
JEWELRY STORES 
LAMPS AND SHADES 
MACHINERY 
RETAILERS 
OFFICE SUPPLIES 
PLUMBING AND 
MUSIC DEALERS 
REFRIGERATION 
TOY SHOPS 
VARIETY STORES 


HOUSE 





LAMPS, AUTOMOBILE 


ns 





~ 


LAMPS, INCANDESCENT 
LAMPS, HEALTH 

LAMPS, DESKS OR OFFICE 
1 LAMPS, TABLE OR BOUDOIR 
LIGHTING FIXTURES 
MILK WARMERS 
MIXERS, DRINK 

‘ MIXERS, KITCHEN 


MOLDED SPECIALTIES | 3 


4 MOTORS, 
HOUSEHOLD. UTILITY 


| OZONATORS 
. PAINT SPRAYERS / / 
PERCOLATORS 
PLATE WARMERS 
RADIO SETS 3 
7 RADIO TUBES 3 
RANGES 

q REFRIGERATORS 
SEWING MACHINES 
SKIN PATTERS 

" SOLDERING IRONS 
STEAM RADIATORS 
TABLE STOVES 

TAPE 

TEA POTS 

TIE PRESSERS 
TOASTERS 

TOYS 

4 TRAINS 

. TROUSER PRESSERS 
URNS, COFFEE 
VACUUM CLEANERS 
VAPORIZERS 

7 VENTILATING FANS | 2 
VIBRATORS 
VIOLET RAYS 
WAFFLE IRONS 2 
WASHING MACHINES} 


Ww 
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THE CONTRACTOR MARKET FOR 


Residences and Apartments Commercial and 





Service and Meter Board 'Low-Tension System Temporary Wiring for 
Annunciators General and Sub-Contractors 
Cable: Lead, Rubber Covered Rettentos Tempnnany Sarees 
Conduit and Fittings alia esi Dasenere Gatrance ition’ 
ey Bell Transformers Entrance and Meter Switches 
att Burglar Alarms ; Racks and Wireholders 
Ground Clansps . ‘Conduit and Fittings Conduit and Fittings 
House Racks and Wire-Holders | Fibre Flexible 
Service Fittings Rigid Rigid 
Switches, Entrance and Meter Floor Treads Armored Cable and Fittings 
Wire, Rubber-Covered ‘Push Buttons Wire and Cable 
ita Mail Boxes Rubber Covered 
Distribution System Outlet Boxes Weatherproof 
Panelboards |Speaking Tubes Enclosed Switches 


‘ : a Telephones, Private Cut-outs and Boxes 
: Rigid a ‘ 
ee es Telephone Receptacles and Plates {Fuses 


~ lias for City Service Receptacles 
Soniae ae — beats | Thermostats Sockets, Brass Shell 
8s | Wire—Annunciator —Porcelai 

—Hangers | orcelain 

Cable and Fittings | —Damp Proof —Weatherproof 
Armoved 6 —Telephone ‘Motors and Control 
Non-Metallic ‘Radio Wiring Heavy Duty Cords and Plugs 

Loom Antenna Circuit ergy th 

Knobs, Tubes, Cleats Ground Circuit ‘Flood Lights 

Boxes: Cut-out Radio Receptacles and Plates Lamp cea 
Floor Central Radio System Incandescent Lamps 


Outl | : 
Box iis Exterior Outlets 


Box ger: General Lighting a 
a Decorative Lighting Bus Bars and Fittings 

Federal Bushings Lighting Fixtures eee Bagten Fittines Covered 
Fixture Studs including Incandescent Lamps Fibre 

Rubber Covered Wire and Cable 


Convenience Outlets in Every Wall Miscellaneous Rigid 

Receptacles: Bulls-Eye |Bolts : Carriage, Expansion, Stove, Ground Clamps 
—Heavy Duty | Machine, Toggle Racks and Wireholders 

Fan Hangers Connectors: Cable Service Fittings 

Switches: Door —Wire Switches, Entrance and Meter 
—Enclosed Fuses Switchboard 
—Flush and Surface Locknuts and Bushings Wire, Rubber Covered 
—Single-Pole Pipe Straps ; 
—3 and 4-Way Screws: Lag, Machine, Wood Low-Tension System 

Plates : Combination ‘Solder and Paste f 
—Convenience Outlet Tape, Friction and Rubber Annunciators 


—Receptacle Tools (see opposite page, Col. 3) {Batteries ‘ 
—Switch Additional Items for a es 
Conduit and Fittings 


: , er Apartment Houses Door and Window Trips 
Including Special Circuits for Service or Transformer Vault Floor Duct and Fittings 
Bus-bars Fl aT. d 
Clocks tient “ad reads 
Fireplace Logs T f ongs 
Insert Wall Heaters ee ae Boxes, Floor and Outlet 


, Distribution System 
Laundry Appliances Power Panels Receptacles and Plates 


Medicine Cabinets Distribution Panel Telephones, Private ; 
Oil Burner or Stoker ner ener ? Transformers: Bell and Signal 
Range Exit Lights Wire, Annunciator 
Refrigerator Special Circuits, Motors and ee Office 
Ventilating Fans a for Special Circwits for 
ecmnieng™ Fire Alarms 
teaedtienseaieadl ae Signal Systems Inter-Office Call Systems 
Lighting — Telegraph Call Signals 
Engine Heater Low Tension System Private Telephone Systems 
Vacuum Cleaner Apartment House Telephone System| City Telephone Service 
Work Bench Door Openers Thermostatic Temperature Control 


Service or Transformer Vault 























‘ 
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NEW CONSTRUCTION WORK 
Public Buildings 
















Distribution System 
Power Panels 
Distribution Panels 
Sub-Meters 
Conduit,Flexible and Rigid 
Conduit Elbows and Couplings 
Conduit Fittings 
Conduit Hangers 
Conduit Nipples 
Conduit Plugs 
Conduit Base and Fittings 
Chase Nipples and Couplings 
Floor Duct and Fittings 
Overhead Duct and Fittings 
Cable and Fittings 

Armored 

Non-Metallic 


Additional Circuits and Control for 


|Commercial Garages 


|Air Compressors 
‘Automatic Parking Systems 
Brake Testing Machines 
‘Car Greasing Apparatus 
Car Washing Apparatus 
Door Openers 

Gasoline and Oil Pumps 
|Machine Tools 

|Portable Tools 

| Vulcanizers 


| 


*Hotels and Clubs 
| Auto and Taxi Calls 


Surface Metal Raceway and Fittings| Central Radio System 


Wire and Cable 
Cable Supports 
Soldering Lugs 
Boxes: Cable 
Concrete 
Conduit 
Floor 
Metal 
Switch 
Box Covers 
Federal Bushings 
Fixture Studs 
Convenience Outlets 
Fan Hangers 
Receptacles 
Switches: Enclosed 
Flush 
Surface 
Plates: Combination 
Convenience Outlet 
Receptacle 
Switch 
Exit Lights 
Special Circuits, Motors and 
Control for 
Electric Signs 
Elevators 
Elevator Signal Systems 
Flood Lighting 
Pumps 
Stokers and Oil Burners 
Vacuum Cleaners 
Ventilating Apparatus 
Lighting Fixtures 
including Incandescent Lamps 
(see next page, Column 1) 
Miscellaneous 


Bolts : Carriage, Expansion, Machine, 


Store, Toggle 


' Connectors, Cable and Wire 


| Fuses 


Locknuts and Bushings 
Pipe Straps 


| Screws: Lag, Machine, Wood. 
| Solder and Solder Paste 


Tape, Rubber and Friction 
Tools (see Third Column) 


|Paging System 

|Cooking Equipment 

| Kitchen Machinery 
|Laundry Machinery 
|Refrigeration Machinery 
‘Barber and Beauty Shop 
heen 


*Hospitals and Institutions 


Central Radio System 
|Emergency Lighting 

| Nurses Call System 
Fluoroscopic Laboratory 
Therapeutic Laboratory 
|X-Ray Laboratory 
Operating Room Equipment 
Cooking Equipment 
Kitchen Machinery 
Laundry Machinery 
Refrigeration Machinery 


Stores 


Beauty Parlors 

Interior Signs 

Restaurant 
Cooking Equipment 
Kitchen Machinery 
Refrigeration Machinery 

Show Case Lighting 

Show Window Lighting 


Theatres 


Auto and Taxi Calls 
Projection Booth Equipment 
Sound Equipment 
Spot Lights 
Stage Equipment 
Border Lights 
Foot Lights 
Dimmers 
Panels 
Stage Pockets 
Switchboards 








*Schools 
Central Radio System 
Program System 
Emergency Lighting 
Assembly Hall 
Projection Booth 
Sound Equipment 
Stage Lighting 
Domestic Science Rooms 
Cooking Equipment 
Laundry Machinery 
Sewing Machines 
Laboratory Apparatus 
Manual Training Shops 
Electrical 
Forge 
Machine 
Pattern Making and Molding 
Restaurant 
Cooking Equipment 
Kitchen Machinery 
Refrigeration Machinery 
Industrial Buildings 
(See Industrial Market) 






























Tools for All Jobs 

Armored Cable Tools 

Boring Machines 

Braces and Bits 

Circuit Testers 

Cutters, Bolt and Box 

Drills, Portable and Bench 

Fish Tape and Grips 

Grinders 

Hack Saws and Blades 

Hammers, Electricians 

Hammers, Electric 

Hickeys 

Hoists, Chain and Electric 

Knockout Punches 

Ladders 

Pipe Benders: Hand, Hydraulic 

Pipe Cutting and Threading 
Machines 

Pipe Tongs 

Pliers, Electricians 

Power Drives 

Punches 

Reamers 

Reels 

Saws: Hand, Electric and Rotary 

Screw Drivers: Hand, Electric 

Shears: Bar, Electric 

Solder Dippers 

Stocks and Dies 

Torches: Blow, Cutting 

Water Pumps 

Wire Measuring Machines 

Wire Grips 

Wire Strippers 

Wrenches: Pipe, Socket 

Vises and Vise Stands 


*See “COMMERCIAL MARKETS” for Itemized List of Equipment. 
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THE CONTRACTOR MARKET (Continued) 
LIGHTING MAINTENANCE AND REPAIRS 


EQUIPMENT Motors, Industrial Plants, Commercial and Public Buildings, Signs, Etc. 





ee INSTALLATION OF EQUIPMENT 


Outdoor ; ; Oil Burners, Pumps, Refrigeration, Low-Tension Signals, Motor-Driven Machinery, 
Residential Ranges, Water Heaters, Sound Equipment, Stokers, Etc. 





ag por Accessories oe Armored 
Direct Attachment Plugs and Caps pone ane 
Indirect Batteries _ Park f 
Semi-Indirect Bead Chain Rubber Covered 


Enclosed Gi Color Caps 
Opal - Drop Lights, Complete Stage 


Polycase “anomny> a —e€ Capacitors 

Pri ti Fixture Cord an ire : 

Cc or Portable Cords: All-Rubber, Art-Silk, Connectors, Cable and Wire 
wre 7 Cotton, Heater, Lamp, Weather-|Conduit: Fibre 

Corridor Units proof Flexible Metal 

Daylight Units Cord Connectors ; Rigid 

Floodlights Flashlights and Batteries Conduit Elbows and Couplings 

Consunusiee Fuses: ‘Plug, Enclosed, Renewable Fittings 

; ; Fuse Links ; H 

Hospital Units Fuse Wire Nivtles 

Industrial Units Incandescent Lamps —" 
Adjustable Arm Lamp Coloring & 
Acid Proof Lamp Guards (Cutouts: Plug 
— eee Luminous Buttons and Pendants Enclosed 
Japor Proo Molded Specialties : 
lich Mounting Chie Takers Federal Bushings 

Interior Signs Solder and Solder Paste Fixture Studs 


Outdoor Standards : : Floor Duct 
Pit Units Insulating Materials Fuse Blocks 


Show Window Compounds, Filling and Sealing’ Knobs, Tubes and Cleats 
Foot Lights oo Cords, Twines and Sleeving Locknuts and Bushings 
Floodlights inte Surface Metal Raceway and Fittings 


Reflect Insulating Papers 
Spot Lights Mica Overhead Duct and Fittings 
Paints, Oils, Shellacs and Varnishes |Pane] Boards 


Special Reflectors for pet 
Tapes: Asbestos, Cotton, Friction|,,. 
aes —— Mica, Rubber, Varnished Cloth Pipe Straps and Clamps 
ietlrgg me Varnished Cloth and Silk Plates: Blank 
: Combination 
Refrigerators Lighting Equipment Radio 


Signs R , 
Show Cases Glassware Replacements eceptacle 
Switch 


Wall Cases Reflector Replacements 
Street Brackets Additional Units Telephone 
Standard Reflectors (See First Column this page) Receptacles: Flush 

Angle : ? Heavy-Duty 

Low-Tension Equipment Radio 


Cone Si 
Concentrating Annunciators ign 
Surface 


Distributin Bells and Buzzers 

Flat . Desk Buttons Weatherproof 

Half Door and Window Trips Rosettes: Brass Shell 

Parabola Floor Treads Porcelain 

RLM Dome —— ssid Weatherproof 
Theatr nsulate ails an taples . 

pont Lights Push Buttons Steel Tubing 

Border Lights Telephones Soldering Lugs 


Foot Lights Wire, Annunciator . ‘ 
Stage Lights Damp-proof Office go ee 
See Manufacturers’ Bulletins on Special Telephone Entrance 


a i Tools (See List for New Construction} Maer 
Meter 


Banks a ‘ 
Churches Wiring Materials Motor Starting 
Clubs Armored Cable Panel 
Floodlighting Armored Cable Fittings Pendant 

Hospitals Boxes: Cable and Loom Pull Cord 
Industrial Plants Concrete Remote Control 
Office Buildings Conduit Safety 

Residences Cutout Surface 
ne ‘ cone Time 

ervice Stations utlet sa as 
cng: Namco Saith Weatherproof Fittings 
Show Windows Utility Wire: Asbestos Range 
Sport Lighting Box Covers Rubber Covered 
Street Lighting Box Hangers Slow Burnin 
Theatres Busbars and Fittings Weatherproo 


















































March, 1981 


THE JOBBER’SJSALESMAN 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 


COMMERCIAL MARKET for ELECTRICAL EQUIPMENT 





| Hotels and Clubs 


For General Use 


Air Purifiers 

Auto and Taxi Calls 
Central Radio System 
Clocks for All Rooms 
Cord Sets 

Exit Lights 

Fire Alarm System 
Floor Scrubbers 
Illuminated Ornaments 
Incandescent Lamps 
Lighting Fixtures 
Paging System 
Portable Lamps 
Telephones, Private 
Vacuum Cleaners 
Ventilating Fans 


Barber and Beauty Shops 


Curling Irons 
Hair Clippers 
Hair Driers 
Sterilizers 

Sun Lamps 
Water Heaters 


Guest Rooms 


Bed, Desk, Floor and Table Lamps 
Fans 


House Physicians 


Sterilizers 
Sun Lamps 
Vibrators 
Violet Rays 


Laundry 


Driers 

Flat Irons 

Ironing Machines 
Washing Machines 


Kitchen and Serving Stations 


Broilers 

Coffee Mills 

Coffee Urns and Urn Heaters 
Doughnut Molds 
Drink Mixers 

Egg Cookers 

Fireless Cookers 
Food Mixers 

Food and Plate Warmers 
Fruit Juice Extractors 
Fudge Warmers 
Griddles 

Grills 

Hot Plates 

Ice Cream Freezers 
Ovefis 

Ranges 

Sandwich Toasters 
Toasters, Commercial 
Steam Tables 

Waffle Irons 


Lobby 

Fireplace Logs 

Desk, Floor and Table Lamps 
Radio Sets 


Rental to Guests 


Curling Irons 
Exercisers 

Fans 

Hair Driers 
Heating Pads 
Midget Radio Sets 
Sun Lamps 


Valet 


Tailor Irons 
Tie Pressers 








Hospitals and Institutions 


For General Use 


Air Purifiers 

Auto and Taxi Calls 
Central Radio System 
Clocks for All Rooms 
Cord Sets 

Emergency Lighting 
Exit Lights 

Fans 

Fire Alarm System 
Flash Lights and Batteries 
Floor Polishers 

Floor Scrubbers 
Incandescent Lamps 
Lighting Fixtures 
Nurses’ Call Systems 
Portable Lamps 
Telephones, Private 
Vacuum Cleaners 
Ventilating Fans 


Kitchens and Serving Stations 


Broilers 

Coffee Mills 

Coffee Urns and Urn Heaters 
Double Boilers 
Doughnut Molds 
Drink Mixers 

Egg Cookers 

Fireless Cookers 
Food Mixers 

Food Warmers 

Fruit Juice Extractors 
Fudge Warmers 
Griddles 

Grills 

Hot Plates 

Ice Cream Freezers 
Ovens 

Percolators 

Plate Warmers 
Ranges 

Sandwich Toasters 
Toasters, Commercial 
Steam Tables 

Waffle Irons 


Laundry 


Driers 

Extractors 

Flat Irons 

Ironing Machines 
Washing Machines 


Laboratories 


Fans 

Hot Plates 
Immersion Heaters 
Lamps, Adjustable 
Sterilizers 


Operating Room 


Special Lighting Units 
Sterilizers 
Ventilating Fans 


Wards and Private Rooms 


Atomizers, Therapeutic 
Bed Lamps 

Cigar Lighters 
Curling Irons 
Dimming Sockets 
Exercisers 

Hair Clippers 
Hair Driers 
Heating Pads 
Midget Radio Sets 
Sun Lamps 
Vibrators 

Violet Rays 


Schools 


For General Use 


Air Purifiers 
Annunciators 

Central Radio System 
Clocks for All Rooms 
Cord Sets 

Emergency Lighting 
Exit Lights 

Fans 

Fire Alarm System 
Floor Polishers 

Floor Scrubbers 
Gongs 

Incandescent Lamps 
Lighting Fixtures 
Portable Lamps 
Program System 
Telephones, Private 
Vacuum Cleaners 


Assembly Hall 


Radio Set 
Stage Lighting Equipment 


Class Rooms 
Radio Sets 


Hospital or Infirmary 


Exercisers 
Heating Pads 
Sterilizers 
Sun-Lamps 
Vibrators 
Violet Rays 


Laboratories 


Fans 

Hot Plates 
Immersion Heaters 
Lamps, Adjustable 
Sterilizers 


Restaurant and 
Domestic Science Room 
See Kitchen under Hospitals 


Manual Training Rooms 


Blowers 

Electric Tools 
Glue Pots 

Lamps, Adjustable 
Motors 

Soldering Irons 


Restaurants 


For General Use 


Air Purifiers 

Auto and Taxi Calls 
Exit Lights 

Floor Polishers 
Floor Scrubbers 
Incandescent Lamps 
Lighting Fixtures 
Vacuum Cleaners 
Ventilating Fans 


Dining Room 

Cigar Lighters 
Clocks 

Fans 

Individual Percolators 
Individual Toasters 
Radio Set 

Table Lamps 


Kitchen 

















See under Hospitals. 
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INDUSTRIAL MARKET 




















RVICE INOUSTRIES MANUFACTURING INDUSTRIES 











| i, 
EXTRACTIVE PUBLIC PUBLIC CONSTRUCTION 
INDUSTRIES UTILITIES WORKS 


Metal and Non-Metallic- | Electric Light & Power —_ Highways and Streets Construction Companies 
Smelting & Refining (See Below) Companies Waterworks and Sewerage General and Sub-Contractors 
Coal Gas Companies Irrigation & Reclamation 
Quarries (See Process Industries) Harbors, Rivers, Canals 
Petroleum and Natural Gas Marine 

Steam Railroads 

Electric Railways 

Automotive Transportation 

Passenger 
Freight (Trucking companies) 
Telephone Companies 












































PROCESS FOOD  METALREFINING METALWORKING TEXTILE WOOD MISCELLANEOUS 
INDUSTRIES INDUSTRIES INDUSTRIES INDUSTRIES INDUSTRIES INDUSTRIES INDUSTRIES 


Acids, Chemicals and Bakery Products Smelting & Refining Mech. Machinery Cotton Goods Logging Camps& Leather Footwear 
Chemical Preparations Canning & Preserving Non-Ferrous Electrical Machinery, Knit Goods Mw Milly Marble & Stonework 


Brick and Other Clay Confectionery Blast Furnaces Equipment & Radio Woolen and Independent Planing Mills Tobacco 

Products and Ice Cream Steel Works and Automotive Worsted Goods Fumiture Musical Instruments 
Coke Dairy Products Rolling Mills Cars & Locomotives Clothingand Boxes and Phonographs 
i seaman Flour & Grainmill Products Ship &Boat Buildings Fur Goods Paper Products 


Explosives Slaughtering and Railroad Repair Shops Silk Goods Printing & Publishing 
| Fertilizers Meat Packing Iron and Steel Products 


: Glass Manufactured Ice Metal Products other 
| eather than‘lron and Steel” 
(Tanned, Curried and Finished) 

Lime and Cement 

' Manufactured Gas 

. Oil, Cottonseed and Linseed 

_ Paints and Varnishes 
Paper and Wood Pulp 
Petroleum Refining 
Rayon 


Rubber Goods 
30a Retining 





eee 
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THE INDUSTRIAL MARKET 











Wiring and Maintenance Items 


Conduit: Fibre 
Flexible Metal 
Rigid 
Conduit Fittings 
Conduit Hangers 
Locknuts and Bushings 
Steel Tubing 
Cable, Armored 
Non-Metallic 
Cable Fittings 
Connectors, Cable and Wire 
Surface Metal Raceway and Fitting 
Overhead Duct and Fittings: 
Bus, Trolley, Wire 
Wire— 
Annunciator 
Damp Proof 
Fixture 
Fuse 
Magnet 
Resistance 
Telephone 


Wires and Cables 
Asbestos 
Bare Copper 
Galvanized 
Mining 
Parkway 
Rubber Covered 
Slow Burning 
Stage 
Trolley 
Varnished Cambric 
Weather Proof 
Wire Holders 


Cords— 

All-Rubber 

Fixture 

Heater 

Lamp 

Portable 

Weather Proof 
Boxes 

Cable 

Concrete 

Conduit 

Floor 

Metal 

Switch 

Box Covers 
Wiring Devices 

Fuses 

Receptacles and Plates 

Sockets 

Switches and Plates 
Panel Boards 
Switchboards and Fittings 


| Bus-Bars and Fittings 


Switches 
Enclosed 
Float 
Knife 
Oil 

Meter 


: 





Switches—Continued 
Motor Starting 
Safety 
Time 
Circuit Breakers 
Capacitors 
Relays 
Resistors : 
Current Limiting 
Grid 
Rod 
Weather Proof Fittings 
Incandescent Lamps 
Lamp Guards 
Lamp Coloring 
Insulating Materials 
Compounds, Filling and Sealing 
Cotton Cords, Twines and Sleeving 
Fibre 
Mica 
Paints, Oils, Shellacs, Varnishes 
Papers 
Tapes: Asbestos, Cotton, Friction 
Mica, Rubber, Varnished Cloth 
Varnished Cloth and Silk 


Transformers 
Auto 
Bell 
Current and Potential 
Distribution 
Power 
Sign 
Signal 
Meters 
Instruments 
Portable 
Switchboard 
Tools, Electricians 
(See list under Contractor Market) 
Toois, Linesman’s 
Poles 
Cross-Arms 
Pole Line Hardware 
Trolley Hardware 


Insulators 

Glass 

Mine 

Porcelain 

Strain 

Insulator Supports 
Pot Heads 


Lightning Arrestors 
Choke Coils 


Equipment Items 
Batteries 
Clocks 
Cooking Equipment for 

Cafeterias, etc. 
(See Hotel Kitchens under 

Commercial Markets) 
Emergency Lighting Systems 
Generators 





Heaters 
Air 
Cartridge 
Radiant 
Space 
Unit, Fan Type 
Humidifiers 
Laboratory Equipment 
Hot Plates 
Immersion Heaters 
Lighting Equipment 
Adjustable Arm Fixtures 
Acid Proof Units 
Dust Proof Units 
Floodlights 
Glasssteel Diffusers 
Glassware 
High Mounting Units 
Ornamental Standards 
Reflectors: RLM, Cone, 
Extensive, Intensive 
Street Brackets 
Vapor Proof Units 
Servicing Hangers 
Motors and Control 
Automatic Control 
Motor Starting Switches 
Remote Control 


Pulleys: Fibre, Iron, Steel 


Miscellaneous 
Glue Pots 
Paint Sprayers 
Soldering Irons 
Solder Pots 
Ovens: Annealing, Baking 


Portable Tools 
Blowers 
Buffers and Polishers 
Electric Hammers 
Electric Drills 
Electric Saws 
Electric Screw Drivers 
Grinders 
Metal Cutters 
Sanders 

Pumps 

Rectifiers 

Rectifier Elements, Dry 

Rectifier Tubes 

Refrigerating Equipment 

Regulators: Voltage, Current 

Signal Equipment 
Annunciators 
Bells and Buzzers 
Burglar Alarms 
Call Systems 
Fire Alarms 
Gongs 
Sirens 
Telephones 

Supervisory Equipment: 
Power, Signal 

Ventilating Equipment 
Blowers 
Exhaust Fans 
Man-Cooling Fans 
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MANUFACTURERS’ 


Chance Company Announces 
Strict Jobber Policy 

On January 10, the Chance Co., 
Centralia, Mo., announced that “It 
seems advisable at this time to have 
a written understanding between our 
distributors and ourselves covering 
our policy of distribution.” 

This understanding included a strict 
jobber policy and while the company 
will continue to quote direct when 
necessary, it will accept no orders 
from consumers for direct billing. 


A sales conference, the first since the Weber commer- 
cial organization passed into the direct employ of the 
Weber Electric Co., Schenectady, N. Y., was held Febru- 

The group attending was, from left 
Henry E. Nickerson; Henry D. Sears; 


ary 5 to 7, inclusive. 
to right, front row: 


News 


Current news of changes in) personnel and location. 
Illustrations of new and improved products and an- 
nouncements of latest literature 


The consumer must name a distribu- 
tor through whom billing should be 
made. 

The company defines its distributor 
as a recognized electrical wholesaler 
carrying a comprehensive stock of its 


materials in order to render immedi- 


ate service in reasonable quantities. 

The understanding further points 
out that it is the distributor’s respon- 
sibility, in order to properly complete 
the service chain, to carry in his ware- 
houses, located close to the points of 
demand, supporting stocks in order to 
make possible the operation of this 
new plan. 

On the subject of sales service the 
company stated that its representa- 
tives will cover the entire country, 
calling on consumers and educating 
them to the use of Chance products. 
These representatives will be available 
to jobbers’ salesmen at all times. They 
will at no time make calls on central 
stations with distributors’ salesmen, 
but will work to align prospective 
business with specific instructions not 


to favor any particular distributor. 

The other points covered in the 
understanding relate to prices, dis- 
counts and terms. 

-*, 
News from Sylvania 

B. G. Erskine, president of the 
Sylvania Products Co., Emporium, 
Pa., attended a meeting of the board 
of directors of the RMA, at the 
Stevens Hotel, Chicago, on January 
22. Final details of the Radio Trade 
Show, to be held in Chicago June 
8 to 12, were arranged at this meet- 
ing, and plans were made for a 
February meeting of the tube group, 
of which Mr. Erskine is chairman. 

Through a consolidation of terri- 
tories of Sylvania-St. Louis Co., a 
subsidiary of the Sylvania Products 
Co. and of the Nileo Lamp Works 
will handle the distribution of Syl- 
vania lamps and tubes in Kansas, 
Missouri and southern Illinois. The 
added territory, which formerly had 
headquarters at Kansas City, in- 
cludes the entire state of Kansas, 





Butler. 


John Weber; August Weber, Jr., and Frank V. Burton 
Standing in the back row, left to right, are: Frank R. 
Wiedeman; Harry G. Anschuetz; John W. Fay; Paul J 
Cratty; George W. Betke; John P. Avery, and W. Lawrenc: 
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A Complete Sales and Advertising Plan for 
Ventilating Contractors and Electric Dealers 
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THIS IS 
THE YEAR 


for 


Planned 
Selling 


Mail the Coupon for Your Copy of Our 1931 


Sales and Advertising Blue Book 


MERICAN BLOWER presents the most com- 
plete plans for the effective selling of electric 
ventilating equipment in its over 50 years of ex- 
perience. You will find the 1931 American Blower 
Blue Book invaluable toincrease your sales through 
your dealers. It tells your dealers how to sell elec- 
tric ventilating equipment, where to sell it 
and when to sell it. It is full of pep, punch 
and go! It contains samples of direct mail 
material ... photographs of sales helps ... 


mailing schedules ... everything that you can 
possibly want or need to make 1931 a big year. 
Whether you are selling any line of ventilating 
equipment or are contemplating taking on a line, 
you will want this book. Send for it today. The 


coupon is for your convenience. 


merican Rlower 








VENTILATING, HEATING, AIR CONDITIONING, DRYING, MECHANICAL DRAFT 





MANUFACTURERS OF ALL TYPES OF AIR HANDLING EQUIPMENT SINCE 1068 


AMERICAN BLOWER CORPORATION, 6000 Russell Street, Detroit, Michigan 


I am interested in receiving a copy of your Blue Book. 


Name 





Firm Name 





Street & Number 





City 





State (1113) 
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Regardless~ 


Whether you are going after 
one of all four markets 


of | 


specialization - Resale - Indus- | 


trial-Commercial or Contrac- 
tor, you can bank on Kirkman 
Fuses to win and hold more 


business for you. 

Kirkman experience and Kirkman 
reputation of almost 20 years stand- 
ing is your guarantee of perfection 
satisfaction to both you and your 
customers. 


Automobile Fuses 
Special Fuses 
Link Fuses 


Write today for complete catalog 


KIRKMAN 


ENGINEERING CORP. 
1jDOMINICK ST., NEW YORK 


Makers of Fuses Since 1912 


Location of Warehouse Stocks 


Enclosed Fuses. 
Fuse Plugs 


R. L. CUNNINGHAM 
600 So. Delaware Ave. 
Pa. 


J. R. O'DONNELL 

550 Howard Street 

San Francisco, Calif. 
KABERNA & CO. 

29 So. Desplaines Street 
Chicago, Illinois 


KIRKMAN 


IFWSIES 


Philadelphia, 


242 Congress Street 
Boston, Mass. 





H. W. MacLEOD & CO. | 


G. C. Polk is now the sales manager 
| of the American Blower Corp., De- 
troit. He started in 1913 as a student 
in the company’s yearly class and in 
1914 was sent to the St. Louis office. 
| He was then brought back to the home 
| office and served in the following capac- 
ities: research department; in charge 
| of the cost department; production 
manager; head of the advertising de- 
| partment; assistant sales manager in 
charge of the merchandise department 
and now in his latest capacity. He is a 
| graduate of Nebraska University and 
| his favorite hobby is golf. 





and the state of Missouri west of 
Springfield. 

The management of the enlarged 
territory is in the hands of John F. 
| Meyn, who was appointed manager 
| of the Sylvania-St. Louis Co. upon 
| its organization in October, 1930. 
_He has selected Frank W. Broad- 
hurst as resident representative for 
| Kansas City. A complete ware- 
house stock of tubes and lamps will 
| be maintained both at St. Louis and 
'at Kansas City, and it is believed 
'that the new arrangement will add 
| materially to the efficiency of dis- 
| tribution in the middle west. 


| 
ee te 


N.E.M.A. Holds Mid-Winter 
| Meeting 
Over 300 representatives, a record 
attendance, were present at the mid- 
_ winter meeting of the National Elec- 
| trical Manufacturers’ Association 
held in New York, January 19 to 23. 
Over 40 sessions were held by various 
sections, groups, divisions and com- 
mittees. As usual with the mid-winter 
meetings, this one was devoted largely 
to the supply branches of the industry 
though other groups also participated. 
“As You Sow During 1931, so 
Shall You Reap in 1932” was the 





topic of an address made by President 
Clarence L. Collens. In this address 
Mr. Collens stated that “in spite of 
its uncertainties and problems, the 
year 1931 is pre-eminently one of def- 
inite opportunities which will bring 
real rewards to all who attack its prob- 
lems with intelligence, clear thinking 
and sound business judgment and 
with some element of courage and 
vision for the future.” 

The casualty and fire prevention 
committee at its meeting gave special 
attention to the proposed changes in 
the National Electrical Code recently 
circulated by the electrical committee 
of the National Fire Protection Asso- 
ciation. No formal suggestions were 
decided upon as the committee wished 
to consider the matter further at its 
February meeting. 

The standards committee among 
other matters considered a number of 
proposed standards on switchgear 
which constitute part of the revised 
and enlarged switchgear standards 
under preparation by the association. 

President Collens’ address was 
made at a dinner meeting at the Hotel 
Commodore on the evening of Janu- 
ary 20. Another interesting speaker 
was Merryle Stanley Rukeyser, finan- 
cial writer for the New York Amer- 
ican and 100 other newspapers, au- 
thor of books and magazine articles 
and member of Columbia University 
faculty. He spoke on “Current Con- 
ditions—and the Way Out.” As a 
means for promoting business stabil- 
ity he advocated that business set up 
an organization which would continu- 
ously study basic industrial conditions 
and promptly report evidences of un- 
balance, deflation or inflation. Two 
entertainers of lighter vein also added 


to the enjoyment of the evening. 
«Ss 


Anaconda Acquires Pitts- 
burgh Corporation 

The Anaconda Wire & Cable Co. 
has acquired the Cable Accessories 
Corp., Pittsburgh, in order to build 
up its facilities for a complete wire 
and cable service. The products of 
the purchased corporation will be 
manufactured hereafter under the 
close supervision of Anaconda eng'- 
neers at Hastings-on-Hudson, N. Y. 

: + * 
Diamond Moves Plant 

The Diamond Electrical Manufac- 
turing Co., Ltd., has moved its San 
Francisco plant from 1264 Folsom 
St., to 130 Potrero Ave. 
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Kester Solder Holds Election 


At a meeting of the board of direc- 


tors of the Kester Solder Co., Chi- | 


cago, on February 17, F. C. Engelhart 
was elected president of the company. 

Mr. Engelhart has been the direct- 
ing head of the company for 20 years, 





F. C. Engelhart 


acting in the position of general man- 
ager and treasurer. Under his guid- 
ance the company has grown from a 
small organization to the present plant 
at 4201 Wrightwood, Chicago, and 
with also a plant in Newark, New 
Jersey. 

It is further announced that J. A. 
Reitzel, formerly sales promotion 





manager, has been elected to the posi- | 


tion of general sales manager. Mr. 
Reitzel has had a broad experience in 


sales and advertising, having occupied | 


executive positions with the Portland 
Cement Association and other well 
known organizations. 

¢ * 4 


Louis Ruthenburg Heads 
Refrigeration Division 
At a meeting of the refrigeration 
division of the National Electrical 
Manufacturers Association in New 
York, January 22, a new chairman 
was elected, new committees were 
authorized and plans were formu- 
lated for proceeding with work on 
statistics, standardization, warranties 
and other matters. 





Louis Ruthenburg of Copeland | 
Products, Inc., was unanimously | 


elected chairman of the Division. 
E. S. Aumend of the NEMA staff 
was appointed acting secretary and 
A. W. Berresford, managing direc- 
tor, will personally supervise head- 
quarters co-operation with the Di- 
vision. 


( 






































Th REE B RANDS 
fo meetevery requirement 


Now there is a brand of Fretz-Moon Conduit for 
every combination of conditions. ENAMELITE, black 
enameled inside and outside—GALVITE, enameled 
inside and electro-galvanized outside—HOT DIPPED 
GALVITE, heavily galvanized inside and outside with 
a heavy coat of baked-on enamel over the inside gal- 
vanizing. These three brands provide sufficient lati- 
tude to cover all requirements. 

Fretz-Moon Conduit is produced from carefully se- 
lected materials, manufactured by a patented process 
and rigidly inspected before the label is affixed. 

Sharp, clean threads, greater ductility and a smooth 
glass-like enameled inside surface speed up install- 
ation. Guaranteed to give positive satisfaction under 
every condition to which conduit is subject. 

Once you sell a customer Fretz-Moon, you may be 
sure of his repeat business on this times, worry-, and 
money-saving conduit. 


FRETZ-MOON TUBE CO., Inc. 


BUTLER, PENNA. 








TRETZ-MOON 


RIG/D CONDUIT 
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New Electrical Products, Illustrated 





NEW “Mercury” tube relay 

switch has been designed and 
built by the Hart Manufacturing 
Co., Hartford, Conn., for controll- 
ing loads up to 25 amperes at 125 
volts, by means of a low amperage 
secondary circuit. The coils are of 
the continuous current type and are 
wound for 110 or 220 volts A.C. or 
D.C. These relays are used for con- 
trolling automatic machines, signal 
systems, temperature control on all 
kinds of industrial equipment and 
many other special uses. They are 
made in single, double, triple and 
four pole, also single pole, double 
throw and double pole, double 
throw. Solenoid windings are de- 
signed for continuous operation and 
can be controlled by any suitable 
single pole switch. No open arc is 
made because the current is broken 
by a mercury tube. 


PARTMENT model “BA” elec- 

tric range has just been put 
on the market by Electromaster, 
Inc., Detroit, Mich. The cooking 
capacity is that of a full size range. 
The cooking table provides four 
1300 watt, three speed elements. 
The entire range, including back- 
plate, is finished in easily cleaned 
white porcelain enamel. The metal 
parts, oven lining and reflectors 
are rust-resisting chrome-plate. 











A “WHITE” style “D9M” ad- 
justable office machine fixture 
has been added to the line of the 
O. C. White Co., Worcester, Mass. 
It is instantly adjustable to any 
desired position, avoiding the re- 
flected glare from bright parts, 
keys or paper copy. This particu- 
lar model has a daylight lens No. 


100 


THREE in one malleable iron 

ground clamp is being mar- 
keted by the Artspec Manufactur- 
ing Co., Cleveland, O. It is ad- 
justable to any angle and will take 
a half inch, three-quarter inch and 
inch water pipe. The connection 
is said to be completely protected 
from mechanical injury and abso- 
lute ground is claimed to be ob- 
tained. 


CEILING type sun _ lamp, 

model No. S-1004, has just 
been put in production by S. Rob- 
ert Schwartz & Bros., New York. 
The S-1 bulb employed in the 
new “Esrobert” lamp is that used 
in General Electric and West- 
inghouse sun lamps. It consists of 
a V-shaped tungsten filament, two 
tungsten electrodes and a pool oi 
mercury enclosed in a bulb of spe- 
cial glass. The S-1004 operates on 
60 cycle 105 to 120 volt A. C. out 
let and is equipped with a special 
anti-glare unit. A heavy three-foot 
chain is furnished, which can b< 
shortened to any desired length. 
The oxydized aluminum reflector 
is 16 in. in diameter. 











NEW warning light recepta- 

cle (catalog 7905) has been de- 
veloped by Cutler-Hammer, Inc., 
Milwaukee. The body of this de- 
vice is made of tough, moulded 
“Thermoplax” with a heavy, one 
piece, cadmium plated steel mount- 
ing bracket. It is claimed that 
“Thermoplax” does not chip and 
crack as easily as porcelain and 
therefore, breakage in shipping, 
handling and installing is greatly 
reduced. 





HE Burgess Battery Co., Chi- 

cago, has added four new 
electric hand lanterns, operated 
by dry batteries, to its line. “UL24,” 
illustrated, is made of heavy gaugé 
steel and lacquered red. The 
chromium alloy reflectors, it is 
claimed, will not corrode. The 
switch is self-cleaning and weather- 
proof. The lantern is illuminated 
with four standard No. two Uni- 
cels, and No. 26 Mazda lamp. 
The base has an “extra” lamp 
receptacle. 
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B. J. Tassie Heads Manning, 
Bowman 

At the January meeting of the 

board of directors of Manning, Bow- 

man & Co., Benjamin M. Tassie was 

elected president to succeed the late 


B. J. Tassie 


R. P. Tracy. Coming to Manning- 
3owman in 1914 when it was the 
leading manufacturer of alcohol 
lamp appliances and plated house- 
hold devices, Mr. Tassie has played 
an important role in the development 
of the company’s business. 

For several years Mr. Tassie was 
Pacific Coast manager, where his 
sound judgment and initiative rap- 
idly developed the company’s own 
business as well as aided in the de- 
velopment of the whole industry in 
that section of the country. Because 
of his outstanding success, Mr. Tas- 
sie was made general manager. Since 
taking over this responsibility, Mr. 
Tassie has laid particular emphasis 
on the development of new products 


and merchandising ideas. 
"i ee 


Standard Appoints 
Wholesalers 

Arrangements have been made by 
the Standard Electric Stove Co., To- 
ledo, whereby the Colonial Electric 
Co., Philadelphia, distributes Stand- 
ard electric ranges in its trade ter- 
ritory. 

The northern Hardware & Supply 
Co., Menominee, Mich., has been ap- 
pointed distributors for Standard 
serving northern Wisconsin and the 
western part of the northern penin- 
sula. 








PISGILL NEWS 
Published Monthly by ™‘ 


McGill Manufacturing Company L 
Box 658, Valparaiso, Ind. N 


— | to bring you friendly thoughts and news 
about Electrical Specialties of Quality 









MARCH No. 6 of a Series 














Figures Relate 
a True Story— 


Take your pencil and pad of paper 
and make a trip thru any manufac- 
turing plant—jot down on your pad 
the numerous places throughout this 
plant where McGill Portable Lamp 
Guards would prove a real assis- 
tance to production. 

Consider the loss of time and 
energy, the accidents that cost time 
and money, all of which are due to 
the lack of a sufficient number of 
protected portable lamps. 












McGill Portable Lamp Guards save time, lamp breakage 
and increase production. Workers equipped with these handy 
portables can work faster and more accurately — figures 
prove these facts. 


The No. 7000 Series Rubber Handle Portable Lamp Guard 
illustrated below possesses many exclusive and valuable 
features which should bring added sales and extra profits to 
those who will demonstrate its merits. 


Send for your copy of the McGill catalog of 
Electrical Specialties of Quality. 
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meneame 





New Electrical Products, Illustrated 





PAss & SEYMOUR, Inc., Sol- 
vay Station, Syracuse, N. Y., 
announces a new line of “turnlok” 
devices, consisting of flush recepta- 
cles, cord grip caps, motor plugs 
and bases, and cord grip connec- 
tors. There are two, three and 
four wire devices available in this 
line. “Turnlok” devices, once 
connected together, it is claimed, 
will not loosen or break connec- 
tion because of jar or vibration, 
due to the fact that the blades of 
the caps or plugs are locked into 
curved cavities in the receptacles 
and bases. The locking is accom- 
plished by giving the caps a slight 
turn to the right after the cap 
blades have been inserted in the 
receptacle. The connection is un- 
— by turning the cap to the 
eit, 


ATALOG No. 60 is a new util- 

ity receptacle outlet for the 
electric clock, radio, bridge lamp, 
stove, refrigerator or vacuum 
cleaner, designed by the National 
Electric Products Corp., Pitts- 
burgh. It takes either armored 
cable or non-metallic sheathed ca- 
ble. The box angle back and angle 
connector avoids short radius 
bends and is said to permit easy 
installation without cramping or 
forcing the cable into narrow 
apertures. The wide brass flange 
with satin-mat finish completely 
covers the opening and blends in 
well with the finish of wall, base- 
board or floor. 








NEW series of electric mo- 

tors has been developed by 
the Ideal Electric and Mfg. Co., 
Mansfield, ©. By _ placing the 
motor feet on the bearing brackets 
all local shocks and strains are 
carried directly to the motor sup- 
port. Shock loads or vibrations, it 
is claimed, will not affect the live 
elements or weaken the assembly 
of this motor. Since the bearing 
brackets support themselves the 
only mechanical load on the stator 
is the motor torque. When the 
front end bracket and stator are 
removed, the pulley and _ bearing 
bracket reaming bolted to the base 
will still support the rotor and 
gear, pulley, or other connection 
to the driven machinery. These 
motors are built with standardized 
units which are perfectly inter- 
changeable for all types. 
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EVERAL features of the new 

jet black visible plug fuses, re- 
cently put on the market by the 
Knox Porcelain Corp., Knoxville, 
Tenn., are: a jet black porcelain 
base; a jet black top, harmonizing 
in color with the fuse box; the fuse 
link absolutely visible because of 
nearness to window and contrast- 
ing colors, and a clear “Mica” 
window. 


HE “Superba” line of lighting 

panels, composed of bakelite 
units of gracefully curved design, 
in contrast to the conventional 
straight lines heretofore followed 
in panelboard design, is announced 
by the Bulldog Electric Products 
Co., Detroit. It incorporates flexi- 
ble features of design and con- 
struction which permit ready 
change of circuit connections for 
both voltage and phase, without 
removing the door and trim or dis- 
turbing the wiring connections. 
The “Superba” panel itself is a 
complete dead front type, as indi- 
vidual doors over fuse compart- 
ments are an integral part of the 
face plates or unit covers. 











HE Trulite Electric Mfg. Co., 

Hoboken, N. J., has developed 
a line of industrial units that are 
said to incorporate the following 
features: an opaque metal reflector 
cap which eliminates all glare; 
properly controlled and directed 
light energy which aids in color 
distinction; reduction of objectional 
shadows, and elimination of spotty 
or uneven illumination. Another 
advantage is the fact that “Trulite” 
requires no special lamp. 





OBBINS AND MYERS, Inc. 

Springfield, O., has added a 
new eight inch, modernistic oscil- 
lating fan as part of its 1931 line 
of desk, ceiling and ventilating 
fans. The flared guard and bev- 
eled base, together with a shaded 
silver-like finish, give the fan a 
very attractive and oversize ap 
pearance. An unusual feature is 
the masked oscillating mechanism 
mounted on the front of the fan 
between the motor and the blades 
A swivel hinge joint permits in 
stant adjustment to any vertical o: 
wall mounting position. 
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F. B. Williams, Jr., Wins 
Promotion 
Frank B. Williams, Jr., sales man- 
ager of the Diehl Manufacturing Co., 
Elizabethport,. New Jersey, was 
elected vice-president in charge of 





F. B. Williams, Jr. 


sales at the December 31 board of 
directors’ meeting of the Diehl Co. 
Mr. Williams is a 1913 graduate of 
the course in electrical engineering at 
Drexel Institute and is widely known 





throughout the electrical, radio and | 
machinery industries. He started his | 
career on the test floor of Diehl back | 
in 1913 and his advancement was | 
rapid, resulting in his appointment 
two years later as production man- 
ager. 

He left the Diehl Co. in 1918 to | 
accept the position of manager of | 
power apparatus sales in the New 
York office of the Western Electric 
Co. Mr. Williams continued in this | 
position with the Graybar Electric | 
Co. after its separation from the 
Western Electric Co. in 1920, and | 
remained with Graybar until 1927, 
when he returned to the Diehl Manu- 
facturing Co. as sales manager. In | 
addition to his recently assumed duties | 
as vice-president he will continue to | 
lirect sales. 


> = 2 


B. J. Grigsby Heads 
“Majestic” Interests | 
By action of the board of directors | 
f the Grigsby-Grunow Co., Chicago, | 
nd of the Majestic Household Utili- | 
ies Corp., January 23, William C. 
irunow was relieved of the presi- | 
‘ency of both of these concerns. He is | 
ucceeded by B. J. Grigsby, chairman | 
f the board and co-founder with Mr. 
iTtunow of these two concerns. 





‘WADSWORTH 


] 


8 
4 
3 
5 


Pull Cover 





Accessible Fuse 
Meter Service Switch with Range and 
Lighting Distribution for 
“Safe” 
“Adequate Wiring” 


Installations 


It pleases the user of electricity, the Contractor, 
the Inspector and the Central Station. 

It meets the requirements for a “Safe” installation 
and the adequate wiring program. 

A switch that you can offer your trade with 
confidence. 


Write for Bulletin No. 23 for complete information. 





TRICMEGE INC. 
ntucky. 












The WADSW 


‘‘There is a Wadsworth Switch for Every Installation’’ 
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Consider the many uses 


of this new 


NEON GLOW LAMP 


N the home and garage the new 2-Watt Neon Glow Lamp 
finds many‘uses. As a night light in bathroom, bedroom, 
cellar, on stairway, in garage and to illuminate house num- 
bers. Also in industry —as annunciator, signal and test lamps. 


Can be kept lighted day and night for a month and will 
use less than 5¢ worth of current! Fits standard socket— 
110 A. C. or D. C. Unlike ordinary electric lamps, there’s 
no filament to break. Instead, a metallic disk which with- 
stands shocks and vibrations affords service for hundreds of 
hours. Write for details—and the sale and profit possibilities 
of this unique lamp. General Electric Vapor Lamp Co., 891 
Adams Street, Hoboken, N. J. 


Join us in the General Electric Hour, broadcast every 


Saturday evening, on a nation-wide N. B. C. network 


GENERAL @ ELECTRIC 
VAPOR LAMP COMPANY 


(Formerly Cooper Hewill Electric Company) 


472-A © G. E. V. L. Co., 1930 














aber person connected with the selling 
end of the electrical industry will find 
something of interest, something worth read- 
ing, in every issue of The Jobber’s Salesman. 





The sales experiences of some of the leading 
men in the industry will prove interesting 
and instructive to many. Various other 
features will be well worth reading each 
month. 


We want you to become a regular reader of 
The Jobber’s Salesman. 


Send a dollar for a year’s subscription. 




















At this same meeting, Don M 
Compton was named vice-president 
and treasurer of both companies an: 
Vernon W. Collamore was elected 
general sales manager of both. Alber: 
O. Weiland will be production man 
ager for the two corporations. 


* * Xx 


De Forest Has Tube Replace- 
ment Policy 


The matter of establishing a: 
equitable and satisfactory policy o1 
tube replacements, which has bee: 
a problem of the industry from the 
beginning, has been faced by ‘th 
DeForest Radio Company of Pas- 
saic, N. J., in its new tube replace- 
ment policy just announced to dis- 
tributors by William J. Barkley, 
vice-president of the organization. 

“Tt is definitely the attitude of the 
DeForest Radio Co. that prompt re- 
placement to dealers (through dis- 
tributors) should be made on all 
tubes which may in any way prove 
defective or of inferior quality 
within a reasonable period of time, 
from date of manufacture or ship- 
ment. We protest and oppose, how- 
ever, replacement claims on tubes 
that have had normal use, or that 
have depreciated or become obsolete 
on the dormant dealer’s shelves, 
through no fault of ours. 

“It is our purpose to issue from 
time to time to distributors special 
replacement data in convenient form 
which the distributor can keep intact 
and in position for convenient refer- 
ence. This will consist of confiden- 
tial information with respect to code 
markings which have been placed on 
all DeForest tubes manufactured 
during the past few years. Each 
marking identifies the tube with the 
month of manufacture, and we shall 
authorize the distributor in certain 
instances to make spot replacements 
to dealers, we in turn making prompt 
replacements to the distributor, pro- 
viding he adheres strictly to our in- 
structions which, among other things 
will be based upon the code infor 
mation.” 

2s % 


B. M. Slicting is Kiwanis 
Official 
Ben M. Slicting, sales manager of 
the Trico Fuse Mfg. Co., Milwaukee, 


Wis., was recently installed as vice- 
president of the Kiwanis Club. 
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“Ie has a grip like its namesake” 




















REGISTERED 


Biill Dag 


Split Knobs 
"Trese are 


the safe, approved 
knobs for all types of 
residence wiring. They 
mean better jobs at no 
added cost. Bull Dog 
Split Knobs, together 
with Illinois Porcelain . 
Tubes, Cleats and 
Solid Knobs form a 
complete line of stand- 
ard porcelain. 





Sold Through Wholesalers 


(llinois Electric Porcelain Co. 
Macomb, Illinois 














Wheeler units in various places. 


Manufacturers Form New 
Association 

The Interstate Electrical Manufac- 
turers Association, Inc., held its first 
meeting at the Hotel Breslin, New 
York City, January 6. | 

The purpose of this association as | 
stated in the by-laws is “To procure | 
and diffuse among its members accu- | 
rate and reliable information as to the 
standing and character of the persons, 
firms and corporations with which the | 


| members are doing or propose to do 


business ; to promote a more enlarged 
and friendly intercourse among its 
members; to protect its members 
from dishonest and irresponsible cus- | 
tomers ; to promote and encourage the | 
spirit of sound and constructive busi- | 
ness practice among its members; to | 
cooperate in handling credit problems | 
common to or arising in the electrical | 
business and to exchange ideas and 
policies relating to the efficient con- | 
duct of the electrical business.” | 

Wilard G. Ward, of Harvey Hub- | 
bell, was elected president; Albert S. 
De Veau, first vice-president ; Thomas | 
W. Kirkman, second vice-president; | 
Ralph M. Cohen, secretary ; Joseph J. | 
Loeffler, treasurer. 

Members of the Board of Gover- 
nors are: Irving Trattler, chairman; | 
Ralph M. Cohen, Albert S. De Veau, 
Thomas W. Kirkman, Joseph J. | 
Loeffler, Walter B. Osterman, Hamil- | 
ton H. Roberts, William A. Tread- 
well and William G. Ward. 





Introducing R. H. Witherspoon, dis- 
trict sales manager for the Wheeler 


Reflector Co., Atlanta, Ga. Bob not 
only follows up all installations, but has 
a fine file of photographs showing 








THIS > >>> 


is but one 
number in the 





ARISTOCRAT 
LINE 


And the Aristocrat line is but one of 
the many Amco Lines that are going 
over Big with Amco Jobbers. 


We shall be pleased to send you 
complete details of our jobber prop- 
osition. Why not drop us a line right 
now? 


THE ART METAL CO. 
1800 E. 38th Street 


CLEVELAND . - : OHIO 
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NOW 


In Bulk Containers 


In addition to the standard size packages for 
ordinary use Yager’s famous soldering salts are 
now furnished in 25, 50, and 500-pound air 
tight sheet-iron drums. All are attractively en- 
ameled to prevent rust. 


Write today for 
prices and discounts. 


Alex. R. Benson Co., Inc. 


Manufacturers 


Hudson, N. Y. 
Since 1873 


YAGER’S 


1873 IT MUST BEGOOD 1931 





Speed plus Safety 


A-1& IR 


With 


Patented 


WIRE 
CONNECTORS 


ETTER results could 
not be obtained if you 
paid more than S R K’s 
cost you, nor can you get 
full measure of satisfaction 
when paying less. 

For reliability and ef- 

you can find 

to equal 


g 
SRK WIRE CON- 
NECTORS, 


R454 44444 444. 


Approved by 


Underwriters 
Laboratories 


Factory Mutual 
Laboratories 


Samples Sent on Request 
JIFFY WIRE CONNECTOR CO. 
HACKENSACK, N. J. 


General Sales Office 
G. DENN MONTGOMERY, Jr. 
458 Broadway, New York City 
Phone CAnal 6-7533 and 6-6186 





S. R. Fralick Forms 
Kwikon Company 

Announcement is made by S. R. 
Fralick & Co., Chicago, that the 
manufacturing end of its business 
has been entirely taken over by the 
Kwikon Co., a new corporation cre- 
ated for that purpose. The general 
offices’ of the latter are located at 564 
W. Monroe St., Chicago. 

The Kwikon Co. will continue 
with the manufacture and dis- 
tribution of the Kwikon line of 
conduit fittings and they advise that 
many new products for that field 
are in process of development and 
will be announced to the trade in the 
next few months. It is the intention 
of the company to augment the 
Kwikon line with additional items of 
outstanding importance as industry 
conditions justify. 

S. R. Fralick & Co. will serve the 
Kwikon Co. as district sales repre- 
sentatives in Chicago and adjacent 
territory. 


Latest Trade Literature 


Electric Signal Co., Ltd., Los 
Angeles—“Velvatone” door chimes 
are very completely described in a 10 
page booklet recently issued by this 
manufacturer. Photographs of actual 
installations as well as charts giving 
the tone ranges are also included. 


Kester Solder Co., Chicago—A 
broadside that merchandises this 
manufacturer’s present advertising 
campaign has recently been devel- 
oped. The inside of the broadside 
depicts the various magazines and 
papers in which the company adver- 
tises and tells how these sales mes- 
sages help to create volume. 


Wagner Electric Corp., St. Louis— 
“Slip Ring Motors” is the subject of 
an eight page bulletin recently issued 
by this company. It discusses in detail 
the mechanical and electrical charac- 
teristics of slip ring motors, their abil- 
ity to start smoothly with low current 
draw when starting heavy loads, the 
four different types of slip ring mo- 
tors, their speed torque characteristics 
and control equipment necessary for 
starting these four types. This manu- 
facturer also announces the new 
Wagner bulletin 168, covering the en- 
tire 1931 line of fans. 





YD 
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SSE 


Bakelite Top View 


SHERMAN 


FIXTURE CONNECTORS 
2 Styles Meet All Requirements 


One In Brass — One In Bakelite 


HERMAN sol- 

derless connec- 
tors eliminate the 
necessity of carry- 
ing big connector 
stocks. Made in 
brass and bakelite. 
Both handle all 
sizes of fixture 
wire without sol- 
dering. 


Bakelite End View 


Brass End View 
Have you our 


latest catalog and 
price sheet? If not, 
better send for it 
today. 


Brass Phantom View 


H. B. SHERMAN 


MFG. CO. 
Battle Creek, Mich. 














Subscribers 


Youcan’tafford to 
miss a single issue. 
Give us your new 
address if you 
have moved. 


QO 


Be A Booster 


Tell your friends 
about 
The 
Jobber’s Salesman 





















we 


Se 
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BAKELITE 


TRADE MARK REG U.S. PAT OFF 


WEATHERPROOF/: 
SOCKET 


is 
SUPREME- 


Accept no 
substitute 


DEPENDABLE Weather- 

proof Socket must _ be 
weather-proof in service. KNOX 
SOCKETS can be depended 
upon because they are made of 
the best materials available. 
They are designed to perform 
perfectly under the most rigid 
requirements, and are now con- 
stantly in demand by dealers 
and contractors everywhere. 


KNOX PORCELAIN 


CORPORATION 
KNOXVILLE --- TENN. 
































WHO IS THE JOBBER 
SALESMAN’S BEST 
FRIEND? 





BECAUSE | 
AM SELLING 
LIGHT BY THE 


ROOMFULL! 


Every Jobbers’ Salesman should read 
each issue of the famous Business 
Builder, ‘‘The Wiremold Idea,’’ and 
keep up with the current campaign to 
sell light by the SHOP FULL—STORE 
FULL—OFFICE FULL—ROOM FULL. 
Sent free. Send in your name. 


WiremorD 


WBB HEADQUARTERS 
HARTFORD, CONNECTICUT 












Being a representative of Colt’s Pat- | 
ent Fire Arms Mfg. Co. James Ryan | 


(center) thinks in terms of safety which 
is witnessed by his paternal attitude 
towards Al Rosenberg, left, and Jack 


Schwartz, right, both of the Efengee | 


Elec. Supply Co., Chicago. 





Westinghouse Electric & Mfg. Co., 
East Pittsburgh, Pa.—‘Engineering 
Achievement of the Westinghouse 
Electric and Manufacturing Company 
During 1930” is a new publication re- 
cently brought out by this company. | 
It is a very interesting little book, | 


| 


well illustrated. 





- ae iia a 
Knox Porcelain Corp., Knoxville, | 


Tenn.—A new wiring device catalog | 
is just off the press. The informa-| 
tion contained in this catalog is clear| 
and concise. 


Trumbull Electric Mfg. Co., Plain- 
ville, Conn.—A special bulletin has 
been issued on the “safe-converTi- 
fuse,” the new Trumbull “unit” 
panel board. 


Square D Co., Detroit—This man- 
ufacturer has just issued a four- 
page bulletin, written by J. G. Jack- 
son, director of engineering, which 
deals with heating in switches and 
panelboards. 





| 
| 
American Blower Corp., Detroit—| 
“The 1931 American Blower Blue} 


Book” is an elaborate booklet re-| eT 

cently developed by this corporation.| Name ............:00eeeeeeeeeeee seen 
The inside front cover has a pocket! aaaress ..........00ceeeeeeeeeeeeeeeees 
which contains important mailing}  city..............cceeceee State........ 


pieces. 


| 


THIS 











IS OUR FIRST 
ADVERTISEMENT 
in THE 
JOBBER’S 
SALESMAN 








Artspec 


| courRsE— 


Many of you are 
already familiar with 
the ARTSPEC Line, 
are stocking it regu- 
larly and enjoying its 
many unusual advan- 
tages. 





If it is new to you, 
you are obviously 
missing the _ several 
benefits it offers the 
Electrical Wholesaler. 


Artspec 
Angle Box 
Connectors 


Why not let us ex- 
plain these many ad- 
vantages to you. 


Simply clip and 
send us the coupon 
below for complete 
details and prices of 
popular ARTSPEC 
Numbers. 


This will not entail 
the slightest obliga- 
tion on your part. It 
is simply our way of 
getting acquainted. 


ARTSPEC 
MFG. CO. 


4123 Woodiand Ave. 
Cleveland, Ohio 


No. 50 
Artspec 
3in1 Ground 


Clamp 
Adjustable to 
any angle 





Artspec Exit Box 
Signs 

This is but one of 

the many exit signs 

in the Artspee Line. 





v 


Se BBR BB BRE BeBe eee eee ee eee ee 
Artspee Mfg. Co. 
4123 Woodland Ave., Cleveland, Ohio. 


Gentlemen—Please send us complete de- 
tails and prices on popular Artspec Num- 
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There are still hundreds of prospects 
your territory for electric time switches. 
Of course you'll want to sell them an 


ACE 


The 14 Point 
ELECTRIC TIMESWITCH 


1 Universal Motor made by “Dumore”’ 
winds the clock and throws the switch 
at the same time. Runs on A.C. or 
D.C. 100 to 130 volts, any cycle up 


i will run 48 hours with current 
om. 

Has a 12-hour dial and hands in ad- 
dition to 24-hour dial. 

A patented compensating regulator 
insures accurate time keeping within 
temperature range of 110 degrees. 
Guaranteed to trip within 15 seconds 
of time set. 

Trip hands can be set as close as 4% 
hour apart and clocks can be fur- 
nished with 2, 4 or 6 hands on 24- 
hour dial. 

Mechanism can be tripped by hand 
or by any number of push button 
switches located anywhere in the con- 
trol circuit without interfering with 
the automatic operation of the clock. 
Each trip hand has its duty to per- 
form and will not trip the mechan- 
ism unless the switch is in position 
to be tripped when hand passes. 
— position of switch at all 
times. 

Clock hands can be turned forward 
eA ee without interfering with 


Clock will not overwind regardless of 
how many times it is tripped by 
hand. 

Made in regular on and off types, 
also in 2 and 38-circuit types for 
apartment house hall lights, etc. 
Any one of the three units can be 
taken out for cleaning, oiling or re- 
placement without disturbing the 
others or without removing case from 
the wall. 

Fully guaranteed by the Reliance 
Automatic Lighting Company, mak- 
ers of time switches for 21 years. 


Write For Prices 


RELIANCE 


Automatic Lighting Co. 


Racine, Wisconsin 
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QUALITY s PARAMOUNT! 


Economy Fuse & Mfg. Company 


CHICAGO, U.S. A. 
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On your next 
call-/ry at out! 


Try out ELECTRICAL TRADE 
CATALOGS on your next call. 





Use it to show your contractor or dealer 
friend the complete data on your lines filed 
in his handy catalog file. He will be inter- 
ested. He knows that the companies you ~* 
represent are helping him by putting the 
data on their products in ELECTRICAL 
TRADE CATALOGS. 


ELECTRICAL TRADE CATA- 
LOGS will help you get orders. It will 
help you establish contacts you could not 
make in any other way. Whenever a con- 
tractor or dealer wants details on the lines 
you carry—point to the binder with the 
ORANGE BANDS — tell him to look 
there for the data he needs—and you have 
made both a customer and a friend. 


A new edition is in the making. Have 
your office advise us what additional data 
would be of help to you and we will try 
and have it in the next volume. 


MCGRAW-HILL 
CATALOG AND DIRECTORY 
COMPANY, INC. 


NEW YORK, N. Y. 





-| SUCCESSFUL 
SELLING. 


Certainly the prime requirement of suc 


cessful selling is SOUND BUYING. 


1D Factors of little importance in one field 
constitute the major elements of Sound 
Buying in another. 


er 
In Electrical Wholesaling PROTEC 

2 TION is by far the most important of all 
a elements. Without it nothing else counts. 
a Nothing else matters, for protection is the 
he ' 

very cornerstone of the electrical whole- 
L PLYMOUTH RUBBER COMPANY, Inc. sR dale 
CANTON, MASS. | saling business itself. 

Herein you have the reason why more 
A. F and more Electrical Wholesalers are turn’ 
ill ania ing to Plymouth for their tape require 


ments for Plymouth’s policy of positive 


ot 
4 SLIPKNOT jobber protection has been thoroughly 


demonstrated at every point of the com- 


es “a 
he ~_ 
a The maintenance of superior quality in 
ve | the manufacture of SLIPKNOT and 
| CANTON friction tapes and P. R. Splic- 
ing Compounds explain the increasing 
= popularity of Plymouth Products with 
ta users everywhere. 
ry : Plymouth Products and Plymouth Poli- 
| cies completely dovetail with every re- 
quirement of Sound Buying, the sponsor 
of Successful Selling. 
Y 


PLYMOUTH RUBBER COMPANY, Inc. 
« CANTON, MASSACHUSETTS 





Sales Helps! 


In the drive for this year’s business you 


can depend on @ selling forces behind 
you and ahead of you always. Now the 
help @& has always given Jobbers and 
their salesmen is appreciated more. 


We help you sell, if you do your part. 


The @ man is near you now. 
Qi? QM If you do not send for himand 
use him and the @ organiza- 


Ask | thefA Wan E LE CTR ic COM PANY tion we both lose. Act now! 
—_ Ae ST. LOUIS 
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